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Exclusive 6-Ply Lamination gives 
amazing strength 








CHECK 


these plus values of 
Upson All Weather 
Panels 


The Upson Com- 
pany has 45 years 
of ‘‘know how” in 
the handling and 
formulation of fi- 
bers into panels. 


A 6-ply laminated sheathing panel. 


Strength. Far and beyond other panel 
materials, 


Sizes. Almost unlimited, exceeds any 
other type of panel material. 


Water Absorption. 3 times better than 
required by Federal Specifications 


LLLF-321 B. 


Painting. When used as an exterior 
finish, no special sealer is required. 


Moisture Content. We publish our 
moisture content 10 to 12'¢. N 
wetting or special treatment 24 hours 
before using required. 


Nail Holding. Resistance to nail with- 
drawal 80‘. greater than 25%” insula- 
tion sheathing tested ... 43’: greater 
than a !°4” homogenous panel material. 


Thermal Conductivity. .43 B.T.U. 
Sun-Fast Color. Will not fade. Will 


not water streak. When painted, base 
color will not bleed through. 


The Upson Company 
9712 Upson Point, Lockport, New York 


Please send me detailed information on Upson All Weather 


complete Panels 


details NAME 
mail 
the 


coupon 


ADDRESS 


CITY 


NAME OF FIRM 


Apply wood siding directly over 
Upson All Weather Panels 


Available in 9 sizes: 
4 ft. wide x 8, 9, 10, 12 ft. long 
Giant Sizes: 
8 ft. wide x 12, 14, 16, 18, 20 ft. long 
A full %" thick. 


National Association 


HOME BUILDERS 
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this 


th’ 
amar lumber, plywood, and 


door distributors 


feature... 


Knotty Pine Plywood 


V4" and 34" All signs point to a continuance of all types of build- 
ing for the coming months, and we are ina position to 
furnish large quantities of many species of wood, 
both lumber and plywood, from the U.S.A. and 
abroad. Among those available for immediate ship- 
ment are: 


thickness. 


MAHOGANY: We ore specialists WESTERN LUMBER: Ponderosa 
in British Honduras, Philippine and Pine, Kiln-Dried Fir, Redwood Lum- 
African Mahoganies ber & Siding, Western Red Cedar. 


LUMBER: Tough Ash, American DECORATIVE PLASTICS: Panelyte 
Black Walnut, Aromatic Cedar —For Commercial Installation and 
Lumber and Closet Lining, Long Shop Fabrication 1/16” thickness 
Leaf Pine, Hard Maple, Birch, Wood Grains Now Available. 


Prima Vera, Red Gum, Poplar, Red Arborite—For On-Job Application 
and White Oak. Vg" thickness. 

are TIDEWATER RED CYPRESS: Boat 
aa tee Mee pel bee Stock, Dressed Finish, 4/4 to 12/4 
any, 2, Oak P 
Fic, Virola (Bonak No. 1 Shop and Better 

FLOORING: Oak Block and Strip, 

DOORS: Flush and Entrance Doors, Maple and Beech Strip, Industrial 
Fir, Birch, Gum, Mahogany and Block-On-End Flooring 


PANELING: Philippine Mahogany, 
Knotty Pine, Cypress, Redwood, Fir 


Driftwood, Fir Ridgewood 


Your inquiries are solicited by mail, 
telephone, or telegram. We can ship 
by truck or by rail. 


Dixie Lumber Co.,Ine. 26: 1c reer 


NEW ORLEANS 18, LA. 
Telegraphic Address WUX—DIXIE 
Telephone WAlInut 9500 
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MARQUETTE CEMENT ite fei Sales Offices: Chicago, St. Louis, Memphis, Jackson (Miss.) 
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OU provit because 


BUILDERS PROFIT 
with easy-to-install 


ONE-DER 


f 
shiding 1056 
Me ar Units 


* 


Silent, easy, trouble- 


free operation. 


* 


Overhead suspen- 
sion prevents doors 


from derailing. 
* 


Prime - coated, 
smooth, satin-like 
surface. 


Available in 
6‘ 8” and 8’ 0” 
Heights. 


panels are single 

flush panel de- 

signed, formed on preci- 

sion dies. Made of 20- 

gauge, cold rolled high 

quality steel sheets. Re- 

inforced with metal stiff- 

ener and fitted with fin- 

ger pulls. Permanently 

lubricated Textolite 

INSTALLATIONS hanger wheels. 

ONE-DER Frame's steel sliding door units 
add beauty and convenience — eliminate 
endfor, need for swing space. Complete unit — 
eadinas including 2 door panels and all necessary 
hardware — comes packed in convenient 
== carton with installation print for quick and 
easy assembly. 


Order from your dealer, listed in the yellow pages 
of the telephone directory, or write— 


ONE-DER FRAME 


1232 37th Place, No.—P. O. Box 3068—Birmingham 6, Ala. 


Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





Texaco is 


Two pornts stand out that go 
a long way to make the sale! 
No. 1 is the name —Texaco—the 
name that millions know and 
trust. No. 2 is the quality. It’s 
there because it has to meet 
Texaco’s rigid specifications. 














THERE ARE NO BETTER asphalt roofing products on the 
market today —than Texaco. There’s a reason: Texaco 
has long been one of the world’s largest producers of 
asphalt! So, Texaco can select the exact right grades 
of asphalt for every roofing requirement. Add to this 
— research plus manufacturing skill and experience. 

















THROUGHOUT THE SOUTH and Great Southwest, Texaco 
is well known for quality. For close to half a century, 
farm and commercial building, church, school and home 
owners have been enjoying the lasting security, protec- 
tion and economy of Texaco asphalt roofing products. 


STREETS, HIGHWAYS AND AIRPORTS all over America are 
surfaced and protected with Texaco asphalt. This is 
the vital ingredient that stands up under terrific pun- 
ishment, rugged service, exposure to weather and hard 
wear. And, this is the vital ingredient in all Texaco 
asphalt roofing products! 


... the name that millions 


know and trust 


MEMBER OF THE ASPHALT ROOFING INDUSTRY BUREAU 
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ASSOCIATION DIRECTORY 


Southern and Southwestern states—and served 
by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange — 519 Stallings 

Building, Birmingham 3, Ala. Executive Secretary: Mrs. Wy 
Mary K. Harless. Tel. 7-3195. President: W. Thornton 
Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid 
Building, Little Rock, Ark. Secretary: E. DeMatt Hender- 
son. Tel. 8283. President: Byron P. Howlett, Monticello, 
Ark. 


Carolina Lumber and Building Supply Association — | 14 
Builders Building, Charlotte, N. C. Secretary-Manager: 
E. M. Garner. Tel. 6-5541. President: T. A. Roe, Green- 
ville, S. C. 


Florida Lumber and Millwork Association — 2218 Edge- 
water Drive, P. O. Box 7125, Orlando, Fla. Secretary- 
Treasurer: Mrs. Marie M. Bennett. Tel. 2-3761. Presi- 
dent: B. Frank Edwards, Tampa, Fla. 


Kentucky Retail Lumber Dealers Association — Knott 
Building, Lebanon, Ky. Exec. Vice-President: Donald A. 
Campbell. Tel. 74. President: R. E. McConnell, Paris, Ky. 


Louisiana Building Material Dealers Association — 528 
Florida Street, Baton Rouge, La. Exec. Vice-President: 
R. Needham Ball. Tel. 2-4080. President: Harry V. 
Balcom, Bossier City, La. 

Building Material Merchants of Georgia— 1050 Ponce de 
Leon Avenue, N. E., Atlanta, Ga. Counselor: Joseph G. 
Rowell. Tel. Elgin 5329. President: W. O. McNair, 
Macon, Ga. 


Lumbermen’s Association of Texas — Second National 
Bank Building, Houston 2, Tex. Executive Vice-President: 
Gene Ebersole. Tel. PReston 9157. President: John Arm- 
strong, San Angelo, Tex. 
Middle Atlantic Lumbermen’s Association— 1528 Walnut This strong, tough, straight-grained soft- 
Street, Room Liza: Philadelphia y 2 Pa. Executive Direc- wood is a first choice for any lumber use 
tor: Robert A. Jones. Tel. PEnnypacker 5-5377. President: i 7 
where unusual strength, stiffness, load-bearing 


G. Hunter Bowers, Frederick, Md. : ; ‘ 
Mississippi Retail Lumber Dealers Association — 607 capacity and nail-holding power are important. 
North State Street, P. O. Box 1968, Jackson 115, Miss. Popular, too, for paneling and interior trim and 
Secretary-Treasurer: E. B. Lemmons. Tel. 3-2077. Presi- cabinetwork. 
dent: T. A. Rigdon, Forest, Miss. 
National Retail Lumber Dealers Association — 302 Ring One of ten fine softwoods from member mills 
Building, 18th and M Streets, N. W., Washington 6, D. C : aa ss 
Executive Vice-President: H. R. Northup. Tel. NAtional of the Western Pine Association. All are —— 
factured, seasoned and graded to exacting 


6757. President: H. J. Munnerlyn, Bennettsville, S. C. 

a a a oa a eT ew Association standards. Lumber dealers, builders, 
Building, Oklahoma City, Okla. Secretary-Manager: W.M architects and wood users have found them 
yin Tel.: 7-0338. President: Virge Steger, Durant, dependable and best for many construction uses. 


Southern Sash and Door Jobbers Association—920 Sterick 

Building, Memphis 3, Tenn. Secretary-Treasurer: C. Bar- ’ THESE ARE THE WESTERN PINES 
ney Gallagher, Jr. Tel. 8-4588. President: W. Horace 3 IDAHO WHITE PINE 

Woods, Houston. i: PONDEROSA PINE * SUGAR PINE 


Southern Wholesale Lumber Association—McMillan Bank egy 

Building, Livingston, Ala. Secretary-Manager: Robert F. eS 

Darrah. Tel. 3051. President: H. L. DeMuth, Jackson- THESE ARE THE ASSOCIATED WOODS 
LARCH * DOUGLAS FIR 


ville, Fla. 

Southwestern Lumbermen’s Association—5 12 R. A. Long WHITE FIR * ENGELMANN SPRUCE 
Building, Kansas City 6, Mo. Secretary-Manager: Allan T INCENSE CEDAR * RED CEDAR 
Flint. Tel. Victor 2265-6. President: Fred S. Stephenson, LODGEPOLE PINE 

Chickasha, Okla. 


Tennessee Building Material Association—7 |! 1 Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O 
Brownlee. Tel. 2-0185. President: W. S. (Red) Sexton, ‘ Write for free 
Knoxville, Tenn. f Machinists ? 

me on “owe illustrated book about 


Virginia Building Material Association — 3305 Monu ‘ : Douglas Fir. 

ment Avenue, Richmond 21, Va. Secretary-Manager: j — Address: 

Harris Mitchell. Tel. 6-1749. President: William N. Neff : pi _ 

Abingdon, Vo. *\ 5 Oe Western Pine Association, 
% Yeon Building, 


West Virginia Lumber and Builders Supply Dealers Associ- Portland 4 
ation—P. O. Box 1589, Fairmont, W. Va. State Secretary: F i eS ga 
Sam H. Diemer. Tel. 364. President: Robert N. Swiger 
Clarksburg, W. Va. 
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We are Proud to Make Them 


THRIF-T 


| ow Soe ee 


WOOD AWNING WINDOW UNIT 
With All-Aluminum Inside Screen 





Our Customers 
are Proud to OWN Them 














Neat design and precise 
fits combine with easy-to- 
operate and attractive 
hardware to insure com- 
plete and lasting satisfac- 


tion — QUALITY in full Yoy’ll Find the 
BEST Features 
in E-Z-VENT 


Streamlined — Smart — 
Attractive 


You'll find E-Z-VENTS to be "best Sellers" : 


because they possess the value features the modern homeowner Aluminum Hardware, 
wants. These “'Kind-to-Women" windows start a lot of enthusiastic es — 


and friendly talk—talk that spreads and wins more and more + 
E-Z-VENT customers. Give your attention to E-Z-VENTS today — ~~ 


they lead the way to added profits. ° 
All-Weather 


Ventilation 
e 


E-Z-VENT Units are Available in Many Combinations Locks Seearely 
Neti enna 
}Lt Jb Et] 4 Weethersiipbed 


RIBBON. TRIPLE 














RIBBON. SINGLE RIBBON-TWIN 


Easy, Quick, Money- 
Saving Installation 
s 





Made for All 
CORNER WINDOWS Standard Types of Walls 
a 


Glazed Plain Glass 
= Bedded in Putty 
e 
: Made for Thermopane 


WINDOW WAIL PICTURE WINDOW KITCHEN UNIT or Twindow 
(Over Sink) 









































Write for Name of Nearest Jobber and Complete Information SEE US at the 
N.A.H.B. HOME SHOW 


ROACH & MUSSER Co. soctl aa! 


Sherman Hotel, 


MUSCATINE, IOWA Chicaus 
Manufacturers of Thrif-T Woodwork for the Home in January 


DECEMBER, 1953 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 











“6 aa 


ol 
<... and a HAPPY 


NEW YEAR! 
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Tension Screens 


Besides extending our hearty wishes to you for a 
successful and prosperous year in 1954, we want 
to say: ‘“THANKS for the business you have placed 
with us in 1953. We look forward with pleasure 
to giving you the same high quality, value, and 
service during the year to come, that won for us 
your confidence and good-will in the past.” 


SOUTHERN STATES 
IRON ROOFING COMPANY 





Fen AYALA 


BUILDING INFORMATION 


You can fill any door need from 


a small stock of 


CNECSTTA Doors! 


These fine Fenestra* Hollow Metal Doors are easy to stock 
. . . 25 Door: Frame:Hardware Units, in a 4/10” x 4’8” 
floor area! 

They are easy to se/l—Fenestra Hollow Metal Doors 
are nationally advertised in Business Week and in trade 
publications. 

They are easy to imstall—Fenestra Hollow Metal Doors 
come complete with pre-fitted frames and hardware—no 
cutting, mortising or fitting. 

They are easy to maintain—they can’t warp or swell or 
shrink or splinter. They come with a baked-on coat of 
prime paint. 

Fenestra Residential-Type Metal Doors are nationally 
advertised in Better Homes & Gardens and in Living for 
Young Homemakers, and in trade publications. They have 
the same great advantages as the other doors. The sliding 
closet doors come with prime paint or birch finish. 

Order your stock of Fenestra Doors today—call your 
Fenestra Representative (listed in the yellow pages of 
principal city phone books) or write Detroit Steel 
Products Company, Dept. SBS-12, 3421 Griffin Street, 
Detroit 11, Michigan. +® 


Hollow Metal Hollow Metal 
Panel Doors Flush Panel Doors 








Residential-Type Metal Sliding 
Metal Swing Doors Closet Doors 


Hollow Metal Hollow Metal 
Flush Doors Entrance Doors 


METAL DOOR’ FRAME*HARDWARE UNITS 
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12. Installment Financing. Concise 
new handbook and guide explains 
system based on FHA Title 1 and 
regular ABC supplementary plan of 
financing home improvements and 
repairs. Allied Building Credits, Inc., 
P. O. Box 3426, Terminal Annex, Los 
Angeles 54, Calif. 


14. Ventilating Fans. New specifica- 
tion sheets describe Murray line of 
fans, including 20- and 24-inch win- 
dow fans and vertical and horizontal 
ventilating fans. Exclusive sales agent 
is the H. C. Biglin Company, Inc., 
177 Harris St., N.W., Atlanta 3, Ga. 


18. Exterior Plywood. “Better Farm 
Buildings with Exterior Plywood” is 
a two-color folder that covers use 
and construction of farm buildings 
and equipment of plywood. It in- 
cludes over 100 photographs, charts, 
tables, and construction details. The 
Douglas Fir Plywood Association, 
Tacoma Building, Tacoma 2, Wash. 


26. Glass for Construction. Shows use 
of flat glass as windows, window 
walls, doors, partitions, transoms, 
clerestories, 24-pages. Characteristics 
of products. Specification helps. Lib- 
bey-Owens-Ford Glass Company, 
Nicholas Building, Toledo 3, Ohio. 


28. Protective Paper. Two folders 
on uses of Sisalkraft protective 
papers are sent on request. One 
describes covering and protection 
uses. The other describes low-cost 
lining for ee ey houses, and 
other uses. The Sisalkraft Company, 
205 W. Wacker Drive, Chicago 6, Iil. 


32. Thrif-T Woodwork. Illustrated 
48-page catalog contains complete 
descriptions and specifications of 
Thrif-T packaged millwork items for 





windows, casements, exterior and in- 
terior doors, china cases, wardrobes, 
mantels, overhead garage doors. The 
Roach and Musser Company, Musca- 
tine, Iowa. 


36. Builders Hardware. New items 
and improvements in the Adams- 
Rite line of locks and builders hard- 
ware specialties are shown in cata- 
log No. 49. The Adams-Rite Manu- 
facturing Company, 540 W. Chevy 
Chase Drive, Glendale 4, Calif. 


40. Ideal Millwork. Folders illustrate 
and describe Ideal Brand kitchen 
cabinets, wood window units, coloni- 
al entrances, fireplace mantels, linen 
and corner cabinets, and other mill- 
work. William Cameron and Com- 
pany, Wholesale, Box 889, Waco, Tex. 


42. Removable Window Weatherstrip 
Units. Startling new development, 
reasonable cost, simple to install. 
This unit will be limited in sales and 
distribution in given areas. Southern 
Metal Products Corp., 921 Rayner, 
Memphis, Tenn. 


44. Material-Handling Equipment. A 
specification chart for 45 standard 
Ross carriers is included in an at- 
tractive new bulletin. Various models 
are shown in action in the photo- 
graphs. Ross Carrier Line, Industrial 
Truck Div., Clark Equipment Co., 
Miller St., Benton Harbor, Mich. 


46. Hollow-Core Doors. Selling 
points of Paine Rezo hollow-core 
flush doors are described in an at- 
tractive three-color folder. Sketches 
show interlocking air-cell grid core 
and other construction details for 
various door styles. The Paine Lum- 
ber Company, Ltd., Oshkosh, Wis. 





48. Asphalt Shingles. A new four- 
color folder for consumer distribu- 
tion shows the interlocking wind- 
proof feature of Ruberoid Dubl- 
Coverage Tite-On shingles. When 
held up to the light, this clever 
folder shows the double and triple 
coverage of the shingles. The Ruber- 
oid Co., 500 Fifth Ave., N. Y. 18, N. Y. 


50. SSIRCO Building Products. I[I- 
lustrated literature, newspaper ad- 
vertising mats, radio scripts, in- 
struction sheets, and price lists are 
available on roofing, siding, ply- 
wood, wallboard, insulation, garage 
doors, and screening. Advertising 
Department, Southern States Iron 
Roofing Company, P. O. Box 1159, 
Savannah, Ga. 


60. Clay Pipe and Specialties. At- 
tractive two-color booklet describes 
Oconee vitrified clay sewer pipe, 
fittings, flue, brick, drain tile, and 
structural specialties. The Oconee 
Clay Products Co., Milledgeville, Ga. 


64. Masonry Cement. Pocket-size 
booklet contains suggestions for bet- 
ter masonry construction, tables 
showing amounts of mortar and 
masonry products needed, and gen- 
eral information on Cumberland 
Portland Cement Co., Chattanooga 
Bank Bldg., Chattanooga 2, Tenn. 


66. Plastic-Finished Panels. A new 
8-page, full-color catalog shows Mar- 
lite plastic-finished wall and ceiling 
panels and other Marsh products. It 
shows solid colors in various colors 
and scorings, plus the variety of 
wood and marble finishes. Marsh 
Wall Products, Inc., Dover, Ohio. 








SOUTHERN BUILDING SUPPLIES 
806 Peachtree St., N. E. 
Atlanta 5, Ga. 


Gentlemen: 





erg 
Company___ 
Address_ 


City & State 





Please send me the bulletins cnd catalogs indicated. 


Print F 


i = 2 Reese! 


December, 1953 








Circle numbers below. Bulletins and catalogs 
will be mailed promptly. 


32 


66 76 86 













18 
36 40 42 44 
50 
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more than ever before 


IT PAYS TO STOCK 
THE LOWER GRADES 
OF WEST COAST LUMBER 


In these competitive times any savings you can pass along to your 


customers will bring you extra sales and customer satisfaction. 


By selling the right grade for the right use... by selling the lower 
grades of lumber when they will meet the job requirements, you can 
save your customers up to 25%. And as you point out the savings, 
remind your customers that FHA span tables list the appropriate use 
for No. 2 and No. 3 grades of West Coast lumber—as well as for 


No. 1 and Select Structural. 


Complete your stock of lumber now! Carry all grades of West Coast 
lumber ... Douglas Fir, West Coast Hemlock, Western Red Cedar, 
and Sitka Spruce. 


D Fir 


Ulex Coat Hemlocle. WEST COAST LUMBER 


gaten y2 2 { Ced rf For facts on West Coast Lumber grades and uses, and information 
W ” on free promotion material, write West Coast Lumbermen's Associa- 
. age 


tion, Room 540, 1410 S. W. Morrison Street, Portland 5, Oregon. 
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ee complete satisfaction . . . lasting 
confidence . . . is the goal of every dealer. It 
develops “stand-out”? sales, is an important 
part of every progressive business. 

It is this ever-growing customer confidence 

. dealer confidence . . . that has earned 
sales leadership for Ualco Aluminum Awning 
Window. 

Its “strip-proof’ operator is an exclusive. 
Connected to the heavy-duty built-in cam 
lock, it requires but “finger-tip” turning to 
unlock, open and lock the vents in the wanted 
position automatically, close and lock. The 
top vent lowers about 4 inches for easy clean- 
ing from the inside. All vents open about 70 


degrees. It is completely weatherstripped, both 7 
on jamb and lip of window. Screens are flush. 
Jiffy-quick sill clips make installation easier. 


The standard center operator is also available 
on either right or left side and can be ordered 


with standard or various length shafts. Com- 
edi AWNING WINDOW 


] 
al 
OOUBLE 

HUNG AWNING JALOUSIE CASEMENT HOPPER oT PROJECTED ea UTILITY 


WORLD’S LARGEST MANUFACTURER OF ALUMINUM WINDOWS 





















































UNION ALUMINUM COMPANY 

SOUTHERN SASH SALES & SUPPLY CO. Dept. SBS 
SHEFFIELD, ALABAMA : 
Gentlemen 


i ‘s 
UNION ALUMINUM COMPANY, INC.AQCI LCD man | 
SOUTHERN SASH SALES & SUPPLY CO.MMUC = SOgUG IMB "5 1 Pc wn ne oi : 

: 


ue COUP 
SHEFFIELD, ALABAMA eeNinc” ae 


NAME 
ADDRESS 
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“Brand C 


cut easiest” 
says dealer 


W. George Anderson of Riverside (Ill.) Hardware test cut 
four well-known brands of single-strength window glass. 
He didn’t know the brands—they were just marked A, B, 
C or D. He ran several cuts. Every time he picked Brand 
C as easiest to cut. “C” was L-O-F. 

28 out of the 30 dealers who took this test, picked 
L:O-F! 

L-O-F Window Glass is easier to cut into big pieces or 
little pieces. It’s easier to cut into angled or curved pieces. 
You can even cut off narrow strips with a light, easy stroke. 

L-O-F cuts easier because it is annealed more slowly, 
more patiently. That makes it less brittle—so it’s a safer 


buy for your customers, too. 


re) 
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TRY THE “’BLINDFOLD TEST’’ YOURSELF! 


Cut L-O-F first, last, or in-between the other 
brands. Run any kind of a cut you want. 
You'll see why you have fewer bad cuts, less 
waste and more profit with L-O-F. 

Call your nearest L-O-F Distributor. 
These local businessmen are listed under 
“Glass” in the yellow pages of phone books 
in many principal cities throughout the 
country. And send for your free booklet— 
“For Greater Profits in Window Glass”. 

Write Libbey-Owens:Ford Glass Com- 
pany, 70123 Nicholas Building, Toledo 3, 
Ohio. 


“20 LIBBEY: OWENS-FORD the casy-to-cuc WINDOW GLASS 
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wfrom PA@KY 


and all the folks at 


PACK RIVER 
eo CO. 


PRODUCERS OF NORTH IDAHO ENGELMANN SPRUCE 


a RA. 
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FREE! if you enjoyed laughing at Herb Brammeier’s mirth-making cartoon this 
month, send for Hager’s new book containing 28 full-size popular ‘‘Everything 
Hinges on Hager" cartoons! It’s FREE! Just address 





C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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§ We furnish and pay for 
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Attractive Premium 


ven ge) 44 

—- «= 6PD 
Our 7) y re} ] 
self customers. t 


Now you can capture the rich ‘‘handy-man” market with this proven sales 
promotion package. Complete merchandising package will increase your sales 
in almost every department. Be the first in your area to capitalize on this rich 
‘do it yourself’’ market. For further information, use the handy coupon below. 


eee ee a 
A GF TILEBOARD CO., INC. "Do It Yourself Dept.” 
Alexandria, Louisiana Room 705 
Please send me details on your ‘Do It Yourself’ program, with- 
out obligation. 

Name = Je ale 








Comoony__....... 





Address 





State 
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The survival 
of the fittest 


After Noyo Redwood is edged and trimmed 
and rough graded and then properly pre- 
seasoned and kiln dried, it goes to the 
RESORTER, where the next step in grad- 
ing and sorting takes place. Here the spacers 
between the tiers of lumber are removed 
and each piece is again subjected to rigid 
individual inspection and regrading. Thus, 
another step in the “survival of fittest” 
process of Noyo Quality Control is com- 
pleted and Noyo Redwood is on the way 
to the Planing Mill. 


QUALITY CONTROLLED 


REDWOOD 


@ Sawn, edged and 
trimmed to produce the 
best out of the log. 


@ Inspected and graded 
for consistent, depend- 
able, uniform quality. 


@ Scientifically seasoned 
to meet specifications 
called for. 


@ Surfaced and run to 
pattern by unexcelled 
planing facilities. 


@ C.R.A. grademarked, 
assembled and shipped to 
you under careful 
scrutiny to insure satis- 
fied customers. 


REGIONAL SALES 
REPRESENTATIVES 


In order to provide prompt, 
efficient ‘‘on the job” service, 
Union Lumber Company 
maintains carefully selected 


and trained sales representa- 


NEW YORK 
2735 Grand Cent. Term. 
MuUrray Hill 9-5189 


CHICAGO 
228 N. LaSalle St. 
CEntral 6-1172 


LOS ANGELES 
117 W. 9th Street 
TRinity 2282 


SAN FRANCISCO 
620 Market St. 
SUtter 1-6170 


Union LuMBER COMPANY 


TREE FARMERS AND MANUFACTURERS 
FORT BRAGG + CALIFORNIA 


tives across the nation. Con- 
sult your local directory or 


write to our nearest office. 


Member: California 
Redwood Association 
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A (ality Product- 


JACK NOWELL, owner-manager of the Nowell Lumber Company, a 
retail building supply dealer in Cleveland, Miss., finds that the in- 
creasing livestock production in his state is ‘leading to more and more 
sales of pressure-creosoted fence posts and other fencing materials 


HERE MR. NOWELL points out how thoroughly Creosote has penetrated 


the wood post, through pressure-creosoting, carrying long-lasting 
protection right down to the heartwood. This stack of posts is only 


Pressure-Creosoted 


@ When you ask Jack Nowell, owner-manager of the 
Nowell Lumber Company, retail lumber dealer of Cleve- 
land, Miss., why his firm sells pressure-creosoted fence 
posts, he’ll give you this reply: 

‘‘We know we can stand behind this product, and to 
me that’s the best reason for handling any line of 
merchandise. Of all the thousands of pressure-creosoted 
posts we’ve sold, we’ve never had a single complaint 

. never had a post returned for unsatisfactory service.” 

Mr. Nowell knows he has a quality product, and he 
knows how to make the most of it. His aggressive ad- 
vertising program—including direct mail folders, pro- 
motion with his monthly statements, postcards and 
newspaper advertising—tells his customers about the 
many advantages of using pressure-creosoted posts and 
lets them know he has pressure-creosoted posts for sale. 

“Tt’s largely just a matter of getting the information 
to the farmer,’’ Mr. Nowell says. “When that’s done, 
the posts practically sell themselves.”’ 

Nowell Lumber Company maintains a stock of at 
least a carload of posts in a wide range of diameters and 
lengths. ‘““We like to have enough on hand to be able to 
fill right away any order that might come in,” says 
Mr. Nowell. 

And there’s more involved than the sale of posts. 
‘‘You’d be surprised,’”’ he adds, “chow much additional 
material we often sell a farmer. I remember several 
instances where we started out with pressure-creosoted 
posts and ended up with a good order for wire fence, 
staples, concrete, other lumber, roofing materials and 


a small part of the big stock of pressure-creosoted posts his firm 


HERE'S HELP FOR YOU IN S 


Turn the page to read how the producer of U-S’S Creosote is helping to promote the use of pressure-creosoted fence posts in your 
area. Then mail this card (no stamp necessary) for full information on how to become a pressure-creosoted fence post dealer. 


fixtures.”’ 


ING PRESSURE-CREOSOTED FENCE POSTS 


a ee ee Se ee te a ee ne 


United States Steel Corporation 
Room 2819-R, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


I’m interested in distributing pressure-creosoted fence posts. Please 
send me additional information and put me in touch with pressure- 
treaters who produce this product. And, send me a copy of your new 
guide, “Fences That Pay.” 

MAIL 

THIS CARD 
TODAY— 
NO STAMP 


NEEDED! 


Name 
Address 
City 


State 
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p says J. C. Baber, 


Manager of Alpine Farms, 
Natural Bridge Station, Virginia 41 


FARM PAPER 
ADVERTISING 


Nn 
ure-creonoted posts. We feel 
will last us 40 oF 50 years 


result in considerable savings 


This month, advertising in gi 
and regional farm eng — = _ 
your farmer customers le a a g 
ing pressure-creosoted w ; _— Ene: 
These advertisements stress Piping 
in labor, savings in replacemen Ss —— 
ings in fence that result from using - 
08 ted fence posts They go a long way 
ae convincing farmers that pressure- 
peas posts are the best wood posts. 


down fence, and that 
@ no longer » constant 


th 
? tooking Premsure-creosoted posts 
nani Gebciinies wake @ neat fonce line add ts the 
j » to They require leary attractivences of your farm 
they staple well, and hon 
FENCE CON _ epreera 
rious lengths tae 


The makers of U’S‘S Creosote have hard 
pared a guide to the best ee sap — 
structi It deals wi - 
of fence construction. It a 
: g fence, 
2ms farmers encounter in bul 
ap shows how pressure-creosoted posts 
save time and money. 
ge hm you mail the card below, we'll ai 
ua sample of this guide, Fences at 
Pay ” Look it over. If you’d like copies 
later for your farmer customers, — — 
sure-treater who uses U-S‘S Creosote c 


supply you. 


with the fine repute 
of the United States Stee! ( ‘orpo. 

ucing quality products 
another one of thew 


“8 4 supplier near 
ure-Cre, 


wure-Cr 


MATS FOR 
LOCAL 
ADVERTISING 


If you wish to advertise picrcaticrtigii 
fence posts in your local Pips = 
“ ‘an obtain mats like 

ressure-treater can 
for you. There’s ample space for your firm 
name and address. 


You've heard about them! 
You've read about them! 


We sell them / 
: > PRESSURE-CREOSOTED fence posts 


@ You've heard about pressure- 
creosoted posts from your neigh- 
bors... you've read about them 


-ers of 
Yreosote used by many produce © 
: ’ Steel is a major producer of Creosote used py “dh uses U'S'S 
sc cnuaneynegnode d fe posts. When your supplier tells ay , 
»>-creosote ence ar seeded vinick as been used. 
Sosanes ; you can be sure a quality preservative has t 
creosote, y 


eae ee . 
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FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R.) 

Pittsburgh, Pa. 


ducts of modern wood treating 
plants. Just the right amount 

















BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed in the United States 


a@nvese 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2819-R, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


ee 


sO@e ere ste rteonre 


. 


in leading farm magazines. Pres. 
sure-creosoted posta mean fewer 
posts to buy over the years... 
less labor in Setting and reset- 
ting . . . longer life from the 
fencing itself. 

Why are Pressure-creosoted 
Poste your best buy? Because 
they are th engineered pro- 


of Creosote Oil ig forced deep 
into the wood to give it the 
longest possible life. There's no 
guesswork involved. 

Over the years, you'll find 
pressure-creosoted posts cost you 
far less than any other wood 
post you can use. Come in and 
get prices and other information 
today. 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 
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Marlite Plank and Block 
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EXCLUSIVE TONGUE AND GROOVE JOINT ELIMINATES MOULDINGS AND ADHESIVE 


Yes, it’s easy to sell new Marlite Plank and Block! You offer your customers 
new ease of installation, new beauty, new economy—and the same high quality 
for which Marlite has always been famous. 
Eas) installation. The exclusive new tongue and groove joint fastened with concealed 
nail: or clips makes installation simple in any room, for carpenter or homeowner. 
Handy carry-out sizes. Planks are 16” x 8’, Blocks are 16” square. 
In cartons for convenient handling. 


Beautiful new colors. The outstanding new line of ten new “companion colors” 
styled by Raymond Loewy Associates is sure to please every customer. 
Available, too, in four wood patterns. 
Baked Marlite finish. Marlite Planks and Blocks have the same durable, easy-to-clean 
Marlite finish used on all other Marlite panels. 
See your Marlite salesman or write today for complete information 
on these new Marlite products. A sales-making program is already under way 
for Marlite dealers, providing effective new sales aids—backing you with an 
intensive advertising prosram reaching your Marlite prospects. Marsh Wall 
Products, Inc., Dept. '297, Dover, Ohio. Subsidiary of Masonite Corporation. 


Marlite 


PREFINISHED 


sur eure me | J 1'F WALL and CEILING PANELS 


MARLITE PLANK & BLOCK PATENT APPLIED FOR 
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Drive-In Theatre, Cedar Rapids, lowa. Upper structure sided with “Century” APAC asbestos- 
cement sheets, Ys’ thick. Theatre owned by Tri-States Theatre Corp., Des Moines, lowa. 


A real showplace, thanks to 


“Conttivy” APAC 


asbestos-cement 


This modern, attractive drive-in theatre 
owes much of its inviting appearance to 
“Century” APAC sheets! 

Year after year, this material will protect the 
structure it covers, needing practically no 
maintenance to keep it attractive, and never 
requiring protective paint. That’s service! 
These 4 x 8 foot sheets are made of two 
almost indestructible materials—asbestos fiber 
and portland cement. That means they are 
permanently fire- and weather-resistant, and 
proof against insects and rodents. 


Add to these features the facts that “Century” 
APAC is low in cost and goes in place 
quickly and easily and you see why it is such 
a popular building material—for both inside 
and outside uses! 


This profitable, versatile building material 
will appeal to your customers, too! You can 
confidently recommend it for siding almost 
any structure from a chicken house to a 
factory. Ask your K&M distributor to give you 
detailed information or write directly to us. 


Nature made Asbestos... 
Keasbey & Mattison has made it serve 
mankind since 1873 


KEASBEY & MATTISON 
COMPANY « AMBLER e PENNSYLVANIA 
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WHAT’S WRONG WITH GRADE-MARKED LUM- 
BER? The recent furore among some of the lumber- 
men in Tennessee — and now in the District of 
Columbia area would make you think it’s an 
unnecessary evil. Or at least a needless luxury. This 
reaction was brought on by the Federal Housing 
Administration’s district directors in Tennessee and 
the Washington metropolitan area invoking the re- 
quirement of grade-marked lumber for FHA-insured 
home mortgages. 

It’s strange how a dealer will make a big sales- 
point for the purchase by the homebuilder or owner 
of graded asphalt roofing, or gypsum board, or asbes- 
tos siding, or paint, and then expect this same custo- 
mer to be content with ungraded, doubtful framing 
lumber or other wood products. 

When a dealer does, one of two things is wrong: 

He’s too lazy to uphold and sell standard, rated 
lumber products. 

He’s trying to make an extra profit to which he 
may not be entitled, if his lumber is below the 
graded, certified standards that FHA’s Minimum 
Property Requirements call for as a matter of pro- 
tection for both the buyer and the seller. The average 
homebuyer knows no more about the proper lumber 
to use in a house than the proper roofing, siding, or 
finish in the other used materials. He deserves some 
safeguard in the materials in which he invests his 
money. 

The FHA, too, must have some safeguard that the 
property it insures is built of adequate materials ac- 
cording to proven construction techniques. 


OUR STANDARD OF LIVING—the highest in the 
world — has not blossomed through the “caveat 
emptor” business attitude of the 19th century. It has 
arisen from mutual confidence and mutual effort in 
applying good standards of materials as well as work- 
manship. And the lumber dealer (or any other 
merchant) who continues to be respected in his com- 
munity and approaches his market with integrity, 
will advocate and promote good standards rather than 
pooh-pooh or conspire to evade them. 

We like the statement from the board of governors 
of the Southern Pine Inspection Bureau on this point, 
entitled “Grading Standards—an Industry Bulwark.”’ 
In part it emphasizes that “if the industry is to retain 
its nation-wide markets, it must have the continued 
confidence of its customers and this can be accom- 
plished only through rigid adherence to uniform 
grading practices. 

“Southern pine can be maintained in a position of 
leadership only through an industry-wide determi- 
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nation to adhere to the rules through thick and thin, 
und to frown upon every form of grade manipulation.” 

In announcing the requirement of grade-marked 
dimension lumber in FHA-insured construction by the 
D. C. insuring office, Director Thomas C. Barringer 
made clear the necessity for this rule to become ef- 
fective December 1: 

“Despite the return in recent months of a plentiful 
supply of lumber, a large portion of the lumber in 
this area falls below the standards of quality estab- 
lished for sound construction. Lumber delivered to 
the Washington area comes from diverse sources. 

“Two species comprise the bulk of dimension ]um- 
ber used in the local construction industry, Southern 
yellow pine and Douglas fir. Both are excellent fram- 
ing material when well seasoned and manufactured 
to standards set by the grading rules for the respec- 
tive species and by American Lumber Standards. 
Neither has any place in sound construction when it 
does not meet those standards. 

“Deficiencies encountered fall into three categories: 
excessive moisture content, scant dimensions, and up- 
grading. . Any one or a combination of these may 
result in construction that can not be brought into 
compliance with FHA standards without drastic 
measures. 

“Grade-marked lumber in itself will not affect 
sound construction. It will, however, reduce the 
amount of unacceptable construction encountered in 
FHA inspection activities.” 


NO DOUBT. PART OF THE ANSWER to the ques- 
tion raised recently by House & Home magazine— 
“Why don’t today’s houses use more lumber?’’—lies 
in the specification, sale, and proper installation of 
the right types and sizes of lumber . . . grade-marked 
to give the buyer the assurance that comes from 
knowing that it is certified as good for the major in- 
vestment of his life. 


BETWEEN THE FIRES are the lumber dealers in 
bustling Houston, Texas. On the one hand are the 
fires started recently in retail yards evidently by an 
arsonist. The Retail Lumber Dealers Assn. of Houston 
arose to the crisis and rallied law-enforcement officers 
to locate the culprit. Under Secretary Harold Skin- 
ner’s leadership, the group raised a reward of $1,050. 

These fires are something that dealers can’t do 
much about, except be sure they have adequate fire 
insurance to replace possibly inflated inventories and 
plant investments. But, you can be sure, the associ- 
ation will push for a solution of the fire-starts. 

The other fire that poses a problem and challenge 
for the lumber industry in Houston was the recent 
burning, a few hours before its scheduled dedication, 
of a $300,000 elementary school building. Newspapers 
reported the situation with the strong inference that 
the loss was so fast and great because the structure 
was built largely of wood materials. 

Published the Houston Post, November 18: 

The school “looks like a fairly substantial 

(Continue HORSE-SENSE on page 61) 


HELP NOW! 
*.,,., 
MARCH 
DIMES 


Jan 2-31 
























































Modern Materials Merchandising 


@ With product displays as attractive as any department store, 
the new salesroom, office and warehouse of R. L. Sweet Lumber 
Company, Kansas City, Kansas, illustrates the trend toward in- 
corporating merchandising know-how into sound design and 
sturdy, fire-safe construction. 

By way of practicing what they preach, eye-pleasing masonry 
walls are laid up with Lone Star Masonry Cement...choice of 
masons everywhere, for quality work with efficient job speed: 


SAVES TIME AT MIXING BOX: One ready-to-use cementing material 
instead of two, no lime or portland cement to add, no soaking 
R. L. SWEET LUMBER COMPANY or slaking—uniform mixes throughout the job; 


Central Yard, Wyando'te County, Kansas City, Kansas ain meena i nebo , 
; : : Extra plastic mortar, long mortar 
Architect: RALPH E. KIENE, Jr, Kansas City, Mo. beds, help mason bed more brick or block in given time; 


Contractor 


WILLIAM S. RAWLINGS CONSTRUCTION COMPANY QUALITY WORK: Low absorption, high water repellency and 
Kansas City, Mo. chemical soundness assure joints of utmost durability. 


Ready-Mix Lone Star Concrete: “Best mortar I ever used!”’ is the way Masons sum it up. The 
READY MIXED CONCRETE COMPANY, Kansas City, Mo. mortar that earns and holds friends through quality performance. 


== LONE STAR CEMENT 
<< :\geea CORPORATION 


= 
LOWE STAR “ar 
Aeon ' - 9 ; Offices: ABILENE, TEX. » ALBANY, N.Y. + BETHLEHEM, PA. - BIRMINGHAM 
; " BOSTON + CHICAGO + DALLAS + HOUSTON + _ INDIANAPOLIS 
KANSAS CITY, MO. + NEWORLEANS + NEW YORK + NORFOLK 
PHILADELPHIA + RICHMOND + ST.LOUIS + WASHINGTON, D.C. 


LONE STAR CEMENT, WITH ITS SUBSIDIARIES, IS ONE OF THE WORLD'S LARGEST 


LONE STAR CEMENTS COVER 
CEMENT PRODUCERS: 18 MODERN MILLS, 129,000,000 SACKS ANNUAL CAPACITY 


THE ENTIRE CONSTRUCT ON FIELD 
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CORRECT USE and finish of 
redwood, ponderosa pine, and 
other West Coast woods is 
demonstrated in the store of 
the Bridgers Lumber Company 
in Tuscaloosa, Ala., by displays 
such as that being explained 
here to a prospect by Eugene 
Bridgers Sr. In picture below, 
Eugene Bridgers Jr., in coat, 
confers with foreman on use of 
West Coast lumber throughout 
new house. Close-up on cover 
shows detail of redwood fence, 
built of 1x8 louvered slats and 
2x10 studs supplied by this 
lumber dealer who formerly 
produced and sold yellow pine. 


After 25 years, Alabama dealer ‘divorces’ SYP for 


WEST COAST WOODS ONLY 


By W. M. MASSEY Bridgers emphasized that two ing such a change. These are: 
decisions by his firm that should 1. Go ‘“‘all out” for the new line 
be carefully considered by any as quickly as possible. 
other lumber dealers contemplat- 2. Sell the full range of grades 

AFTER EXCLUSIVELY manufac- 
turing and distributing yellow pine 
lumber in the Tuscaloosa, Alabama, 
area for 25 years, the Bridgers 
Lumber Company this year switch- 
ed completely over to selling West 
Coast lumber products. And the 
results in profitable volume have 
surprised the owners and operators, 
Eugene Bridgers Sr., Eugene Brid- 
gers Jr., and L. A. Riden. 

Sales of West Coast lumber prod- 
ucts by the Bridgers firm increased 
each month during the first seven 
months of 1953—from 25 per cent 
in January to 170 per cent in July 
over sales of yellow pine lumber 
during the same month last year. 
The labor force was cut 45 per cent. 

The senior Bridgers predicted 
that 1953 lumber sales would 
reach 6,000,000 feet—about 25 per 
cent more than the company’s best 
annual sales record in yellow pine. 

What led to this change in lum- 
ber lines? Simply explained Eu- 
gene Bridgers Jr.: 

“We couldn’t get satisfactory 
yellow pine logs. And the waste 
from trying to work with inferior 
material was running as high as 25 
per cent. In our situation there was 
no money in pine.” 
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and lengths of the new species— 
not just the uppers. 

“By making the switch - over 
rapidly,” recalled young Bridgers, 
‘“‘we were able to reduce the labor 
in our operation and to make best 
use of our yard facilities. We de- 
cided on the switch in January and 
by March the lumber on the yard 
had been worked up and the plan- 
ing mill was closed. All production 
facilities have been abandoned now 
but our re-saw shed. 

“We stocked all grades and com- 
mon sizes of Douglas fir, California 
redwood, ponderosa pine, and 
Western cedar, so we can supply 
all the lumber needs for a new 
home or other construction needs. 
We stock dimension up to 4x6 and 
timbers up to 10x10 in lengths up 
to 26 feet.” 

West Coast lumber brokers as- 
sert that the Bridgers Lumber 
Company is leading Alabama in 
volume of Western products sold. 
But this just didn’t happen—con- 
sumer acceptance and demand had 
to be created, and this is how 
Bridgers created it. 

This dealer set up an advertis- 
ing budget of 1.5 per cent of 1952 
sales and distributed it among 
radio, newspaper, and direct-mail 
media as recommended at the man- 
agement clinic of the Tennessee 
Building Material Assn. 

“Probably the best advertising 
we have had,” observed the senior 
Bridgers, “is the stories with photo- 
graphs of actual home uses on the 
Trade Review page of the Tusca- 
loosa News each Saturday. 

By using a booth at the County 
Fair in October, this dealer ob- 
tained 2,500 names for their pros- 
pect list for mailings and calls later 


LABOR COSTS were re- 
duced 45 per cent when 
this Alabama lumber 
dealer changed over to 
handling West Coast lum- 
ber in strapped packages 
with a rugged Hyster 
fork-lift truck. The lum- 
ber packages are covered 
with building paper and 
painted on the ends to 
protect them while stand- 
ing in the Bridgers yard. 
The neat piles attract 
much attention from pass- 
ing motorists. 


by the two Bridgers outside sales- 
men. 

The five trucks have lettered on 
their bodies: 

“Build with Bridgers — 2211 
Greensboro Avenue Phone 
8-2211” 

“West Coast Douglas Fir” 

“California Redwood” 

Greensboro Avenue is the main 
north-south highway route through 
Tuscaloosa. Yard displays of the 
packaged lumber are used to get 
the attention of passing motorists 
and callers. 

All industries in the area are 
called on by Bridgers salesmen and 
are mailed colorful booklets on the 
use of West Coast woods, supplied 
by the lumber associations. 

This dealer serves customers by 
offering pre-cut lumber to “save 
time, save money, and save waste,” 
and by putting homebuilding pros- 
pects in touch with architects and 
contractors. 

“Pre-cut wall framing, including 
window headers, sills and studs 
packaged as a separate unit for 
each opening, have been an excel- 
lent promotion item and one that 
makes use of material not up to 
grade,” explained young Bridgers 
‘Each piece of lumber is precision- 
cut and marked so that anyone can 
install it. Packages for all standard 
openings are carried in stock, and 
frequently advertised to draw store 
traffic.” 

In accounting for the popular ac- 
ceptance of Douglas fir, redwood, 
and other West Coast lumber in 
Alabama, Bridgers pointed out 
that ‘prices in themselves were not 
a sales-getter, since the new lines 
are as high or higher than com- 
parable grades of Southern pine. 





But additional value at slightly 
higher cost was something the cus- 
tomer could see and appreciate. 

“Longer lengths and straight and 
unwarped material are important 
and more than offset higher costs. 
Also there is less waste in working 
up the material. 

“It has been hard to keep 
redwood siding in stock, and red- 
wood acceptance is growing for 
foundation timbers, carport posts, 
and other uses. Part of this ac- 
ceptance undoubtedly came from 
the publicity received by redwood 
in the shelter magazines read by 
sO many home-owners. But red- 
wood’s resistance to rot and ter- 
mite damage has helped its sales.”’ 

Eugene Bridgers Sr. adds that 
“certain things need to be pointed 
out to the trade until it becomes 
accustomed to using West Coast 
products properly. The dealer must 
stock the proper stains, especially 
for redwood. We use the ones rec- 
ommended by the association, so 
the customer will get maximum 
beauty effects of the wood. 

“In our showroom we use a dis- 
play to compare the finish and ap- 
pearance of pine paneling with 
redwood. Several wavs of finishing 
the woods are shown. We also de- 
scribe to prospects the uses of red- 
wood and other appropriate species 
for garden and lawn fences, wind- 
breaks, lawn furniture, and patio 
construction.” 

As it is unloaded from freight 
cars on a handy sidetrack, West 
Coast lumber is bundled by Brid- 
gers workers for easy storage and 
handling by a Hyster fork - lift 
truck. Studs are bundled in pack- 
ages of 200 with a steel strap every 

(See WEST COAST WOODS page 30) 
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Ye Your Properly Fully Ynowred 7 


You have a partial loss by fire. Your policy 


may not legally cover the full amount. Here’s why 


OF COURSE you have insured 
your stock of merchandise, your 
trade fixtures, and buildings against 
loss by fire. If you have a standard 
fire insurance policy, you probably 
will have a rider attached to it con- 
taining a so-called ‘‘co-insurance 
clause,” which reads somewhat 
like this: 

“This Company shall not be 
liable for a greater proportion of 
any loss or damage to the property 
described herein than the sum 
hereby insured bears to eighty per 
cent (80%) of the actual cash value 
of said property at the time such 
loss shall happen, nor for more 
than the proportion which this 
policy actually bears to the total 
insurance thereon.” 

It will pay you to read this 
clause carefully and to know what 
it means. To understand how it 
works, you should know the rea- 
sons why the insurance companies 
asked for permission to add the 
clause to their fire insurance poli- 
cies. 

The companies were faced with 
a serious problem. People were 
under-insuring their property and 
paying low premiums out of pro- 


Sy Gesse S. Raphael, Professor of Law 


portion to the risks the companie 
were taking. 

It is natural for a person to w 
to insure for less than the 
value of the property. Fires 
most cities today are ordinarily 
small, and they seldom completely 
destroy the insured property. This 
is because buildings are more ol! 
less fireproof and the fire depart- 
ments are more efficient in putting 
out fires. 

For example, if your goods and 
trade fixtures are worth $20,000 
but you discover that 95 per cent 
of the fires in your locality do less 
than $3,000 damage, you would be 
tempted to insure your property 
for no more than $3,000. In this 
way, you could save a considerable 
cost on your insurance, provided 
you could be sure that if you had 
a fire loss up to $3,000, it would be 
paid in full by the insurance com- 
pany. 

If such a practice of partial in- 


surance became general, insurance 


companies would suffer a hardship 
The premium pool—the source out 
of which all losses are paid—would 
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be quickly wiped out and the fire 
insurance company would scon be 
unable to continue in business. 

To discourage the practice and 
temptation of under - insuring, 
therefore, the insurance companies 
asked permission of the states 
governing their operations to insert 
in their policies a co-insurance 
clause in substantially the above 
form. 

Applying this clause to your 
situation, you will not be paid for 
a fire loss in full unless the face 
amount of your insurance equals 
more than 80 per cent of the cash 
value of your insured property at 
the time of your loss. Thus, if your 
goods and fixtures have a cash 
value of $20,000, 80 per cent would 
be $16,000. If you insure for less 
than $16,000 and you have a loss, 
you will be paid only a portion of 
the loss. 

The percentage of the loss you 
will be paid is the proportion 
which the face amount of your in- 
surance bears to $16,000. To illus- 
trate, if you insure for $8,000 and 

(See FULLY INSURED page 62) 
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Bigger siding profits? Sell ‘em 
RED CEDAR SHAKES 


By HELEN MATTHEWS 


NOW THAT the great post-war 
demand for housing is somewhat 
satisfied, the homebuying public is 
increasingly demanding quality 
products. Shakes and other red 
cedar sidings offer the builder and 
homebuyer quality superior to that 
of more common wood sidings— 
and the retail lumber dealer a 
greater profit. 

Long popular in other parts of 
the nation, particularly in the West, 
red cedar shakes, horizontal plank, 
and vertical siding have a lot of 
“catching up” to do in the South. 
The building supply merchant who 
will spend a little time educating 
local builders and home - owner 
prospects of the advantages of red 
cedar soon should find himself sell- 
ing from a vantage point. 

Red cedar’s greatest selling points 


CEDAR SHAKES are becoming 
more popular as a decoration 
for small homes, like that shown 
above, being constructed in a 
housing proiect in Midwest City, 
Okla. At right is a moderately- 
priced home re-sided with red 
cedar shakes. With little in- 
struction, the average home- 
owner can re-side his own house. 
Photo courtesy Olympic Stained 
Products Co. 


are its durability; less warpage; 
open pores that absorb and hold a 
stain, rather than keeping it near 
the surface. Shakes for siding are 
made of the heartwood of the finest 
trees. The public tends to associate 
cedar with quality, and usually as- 
sociates it — mistakenly — with 
much higher costs. 

According to one manufacturer, 
higher FHA loan grants are made 
in some Southern localities for 
homes sided with cedar shakes. 

One Southern dealer covers the 
cost angle somewhat like this: 

Pre-stained cedar shakes, 

per square $21.00 

Building paper 1.00 

Sheathing 8.00 

Labor on sheathing 2.00 

Labor on cedar shakes 4.50 

Extra coat of stain 7.50 


$44.00 
This $44 per square represents 


his maximum possible cost for 
cedar shake siding. Other dealers 
consider this figure extremely high, 
estimating their applied cost well 
below this figure. 

Many builders do not bother 
with a second coat of stain, prefer- 
ring merely to touch up any nicked 
spots. 

But this dealer’s “‘sales clincher” 
line concerns lower maintenance. 
Most wood houses must be painted 
every two or three years, at a cost 
of about $150 for the average 
small home. Pre-stained cedar 
shakes need re-staining every five 
to seven years, and at a lower re- 
staining cost. 

Another dealer estimates that a 
five-room house, with 1,000 square 
feet to cover, would cost about 
$615 for brick veneer. This allows 
$315 for 7,000 brick, $280 for labor, 
and $20 for additional foundation 
cost. Allowing $210 for 10 squares 
of pre-stained red cedar shakes 
and under-coursing, $80 for labor, 
and $35 for an optional second coat 
of stain, the total for this same 
siding runs to $325. 

Along with the trend toward de- 
mand for higher quality products 
in today’s houses goes the desire 
for greater individuality. Red cedar 
sidings in any form combine at- 
tractively with most other exterior 
sidings to “dress up” the home 
front, including brick, stone, stuc- 
co, and lapboard siding 

Any home-owner in a typical 
housing project built after World 
War II, in which only two or three 
house plans were used, is a pros- 
pect for cedar shakes. A complete 
re-siding job with shakes would 
pay for itself in less than six years, 
assuming that the home would 
otherwise be painted every two 
years. At the same time, it would 
answer the owner’s problem of 
achieving individuality for his 
home. 

Catering to this desire for in- 
dividuality are the hand - hewn 

(See RED CEDAR SHAKES page 62) 
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IT TAKES only a glance at the new 
building to learn of some of the 
Capitol City Lumber Company’s 
services, which are advertised on the 
store front. Home-owners who may 
not need a floor sander, edger, hand 
sander, floor polisher, wire stretchers, 
or post-hole digger now, are quite apt 
to return later, having noticed the 
sign on the front window, seen be- 
low. The “Keys Made” sign also 
brings in people who get acquainted 
with the store and merchandise. 


| CAPITOL CITY LUMBER CO. 


BUILDING MATERIALS 
wel OMPLETE MILLWORK SERVICE 





SUBURBAN BRANCH 


gets profits from ‘drop-in’ sales 


— and customers for main yard 


But this firm’s bold front 
displays and customer serv- 
ices soon won substantial 
patronage. 

The building itself is like a g 
signboard. Large, bold letters on a 
white facade list the company 
name and services. Signs over tl 
four display windows offer servi 
that catch the customer’s ey: 
Home Planning, Free Estimate 
Title I Loans, and Easy Payments fic,” said Russell Peek, assistant 
Each window is filled with manager. “The farmers, house- 

wives, the man who likes to work 
around his home on week-ends, and 
the building contractor.” 

Peek explained that while the 


LURING “drop-in” customers‘ with 
special services and displays in a 
new branch store is adding greatly 
to profits of the Capitol City Lum- 
ber Company, in Little Rock, Ar- 
kansas. 

When the new store opened 
about a year ago on Asher Avenue, 
a busy traffic artery devoted to 
suburban enterprise, several other 
building supply stores were al- 
ready well established in the neigh- 
borhood. 


that make people stop, look, and 
enter. 

One window displays a poster to 
inform people that keys are made 
here a convenience that has 
brought many people inside the 
store for the first time. 

“We want to bring in floor traf- 
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MERCHANDISE 
in the Capitol 
City store is plan- 
ned to appeal to 
home-owners of 
all types — even 
those wanting 
old - fashioned 
stoves like the 
one seen here in 
the foreground. 
The compact tool 
display can be 
seen through 
front windows 
and attracts pass- 
ers-by who are 
reminded of a 
screwdriver or 
other item they 
could use at 
home. 


1953 


new branch store catering to traffic 
is profitable enough in this cate- 
gory, its real worth is the “big 
ticket” volume it stimulates. 

The parent store, on a secondary 
highway far from the heart of the 
city, has always served contractors 
well, but it never did attract what 
Peek termed “the little customers 
who have big money to spend over 
the years.” The manufacturing and 
wholesale operations are well 
known in several states, as is the 
owner, T. E. Ellis. 

The store is open six days a week 
until 5 pm. “That catches the 
week-end handyman,” said Peek. 
“Men drive out here from all parts 
of the city every Saturday after- 
noon.” 

(See SUBURBAN BRANCH page 64) 
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TAMPAS FIRST | 


| ATOMIC 


BOMB SHELTER 








A-Bomb Shelters create 
NEW LUMBER MARKET 


“WHEN MOST PEOPLE think of 
building an atomic bomb shelter 
they think in terms of steel and 
concrete,” T. W. Ramsey Jr. ex- 
plains in showing off his firm’s 
wood shelter. “In fact, the reason 
that the Civil Defense has not pro- 
moted the building of family bomb 
shelters is that the steel is needed 
for making offensive weapons.” 

Lumber is not critical. Taking 
advantage of this, the T. W. Ram- 
sey Lumber Company in Tampa, 
Florida, developed a bomb shelter 
made of wood—and offered a prod- 
uct with no competition. 

Because Tampa is so close to 
MacDill field, where there are 





planes capable of dropping atomic 
bombs on our enemies. it was 
deemed a possible major target in 
another war by this lumber firm. 
Stressing the need for preparedness 
now, the company built ‘“‘Tampa’s 
first atomic bomb shelter,” as 
shown above. 

Two wood frame houses—each 
containing two types of wood bomb 
shelters—proved the effectiveness 
of wood for shelters during an 
atomic blast last March in the 
Nevada desert. The blast was equal 
to some 15,000 tons of TNT, about 
25 per cent less than the A-bombs 
used on Hiroshima and Nagasaki 
during World War II. 





BUILT for about $40, the wood- 
en lean-to, left, is the simplest 
bomb shelter to construct. It is 
made of 2x6s spaced five inches 
apart and running at about a 
45-degree angle from the wall 
to the basement floor. These 
are covered by one-inch boards. 
One will hold four persons. 
The basement corner room, 
right, is a box-like structure 
independent of the basement 
walls. Six feet square, it ac- 
commodates four persons and 
was built for $95. It can be 
used for storage, also. The top 
photo shows Tampa’s first atom- 
ic bomb shelter, built by the 
T. W. Ramsey Lumber Co. 





One type of shelter consisted of 
a simple lean-to, and the other was 
a small corner room, both were 
built into the basements of the test 
houses. 

The first house was located 1% 
miles from ground zero—the point 
directly below a 300-foot tower 
from which an explosion was set 
off. It remained upright and no de- 
bris of any consequence was de- 
posited in the basement. 

In the second house, located 2/3 
mile from ground zero, both shel- 
ters remained virtually intact de- 
spite the collapse of the first and 
second stories. According to a 
report by the National Lumber 
Manufacturers Assn., the resiliency 
and integration of parts of the 
wood frame construction prevented 
the upper floors of the house from 
crashing into the basement in a 
compact heap of heavy rubble. 

For 30 cents, a comprehensive 
booklet on “Home Shelters for 
Family Protection in an Atomic At- 
tack” can be obtained from the 
Superintendent of Documents, U.S. 
Government Printing Office, Wash- 
ington 25, D. C. In addition to de- 
tailed sketches for construction of 
atomic bomb shelters, it tells how 
such *pre-shaped structural forms 
as a cattle pass or concrete septic 
tank can be made into shelters. It 
lists other Civic Defense publica- 
tions on related topics. 

The Ramsey shelter theoretically 
provides protection at 1,000 yards 
from the ground center. Placed in 
backyards, it has a sturdy wood 
door that closes nearly flat on the 
ground. It is made of treated end- 
grain timbers of short spans, ply- 
wood, felt, and asphalt. It is said 
to offer protection from the three 
dangers resulting from atomic 


(See BOMB SHELTERS page 65) 
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By BARON CREAGER 
Southwestern Editor 


“OUR HOUSING PROJECT in 
Thorndale is a merchandising ven- 
ture and not a promotion. Let’s 
understand that from the begin- 
ning,” said Ben C. Sheeler, vice- 
president and general manager of 
the Mutual Lumber Company in 
Austin, Texas, to the Southwestern 
editor of SOUTHERN BUILDING SuUP- 
PLIES. 

He was referring to his firm’s 
intention of erecting up to 38 
homes on a 10-acre subdivision 
opened in the spring of 1952. 
Mutual bought farm land close to 
Thorndale, a type of rural com- 
munity where the line of demarca- 
tion between town and country is 
vague. Mutual laid off this land 
into city-size lots, and will erect 
homes one-by-one as they are 
ordered. 

“We have no idea when the proj- 
ect will be completed and the sub- 
division filled,” Sheeler added. “As 
of December 1, we have built nine 
homes and sold seven. Demand 
has not been too brisk to date. 
However, we have the advantage 
of being a going concern with this 
project. 





ENTERING 


MUTUAL LUMBER CO. ADDITION 


HOMES in DIVISION jararaca 
' 






THE MUTUAL Lumber Company 
in Texas is developing a modern 
subdivision at Thorndale for ex- 
ecutives of the new Alcoa alumi- 
num plant nearby. The develop- 
ment is called Milan Heights, as 
top sign shows. One of the first 
houses completed by this firm 
under the direction of Yard Man- 
ager Joe Adamek, below, is seen 
above. The Mutual houses sell for 
about $11,000 each, being billed 
at final cost. 
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F.H.A. LOANS 


ie 


People are living in an at- 
tractive development that was 
farm land about a year ago. We 
are not in a hurry and will not 
change our policy to stimulate de- 
mand. It is quite possible demand 
will be sufficiently stimulated at 
the proper time by an influence 
now at work.” 

The purpose of this project is to 
build homes for employees of Al- 
coa’s new million-dollar plant, in 
progress of construction and locat- 
ed within 10 miles of Thorndale. 
However, this new plant will also 
be an equal distance from Rock- 
dale, which is a larger town. 

Everything used in the Mutual 
project comes from  Mutual’s 
Thorndale yard, and the entire 
development is under personal di- 
rection of Joe Adamek, manager. 

For example, when the sewer 
system was put in, Joe Adamek let 
the contract for digging ditches. 
His yard supplied the tile. All 
paints, plumbing fixtures, and elec- 
trical fixtures are from the Mutual 
yard. 

Labor is the only thing contract- 
ed. Literally, the Mutual Lumber 
Company acts as the prime con- 
tractor. The subcontractors are lit- 


(See DIVISION HOMES page 64) 
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PROBABLY the 
only woman in 
the nation to hold 
such a position, 
Claire Irby is a 
lumber buyer 
and secretary of 
the Nahlik Lum- 
ber Company, 
wholesale and re- 
tail firm in St. 
Louis, Mo. She 
travels through- 
out the nation by 
plane, train, and 
car until she finds 
what she wants. 
Lumbermen tend 
to “spoil” her, 
she reports. She 
is seen here with 
her boss, I. R. L. 
Wiles. 


She “shops” for lumber 


FEMININE Claire Irby never ex- 
pected to enter so typically mascu- 
line a field as the lumber business 
—much less as a lumber buyer who 
travels many states to purchase 
some 2,000,000 feet of lumber a 
year. 

She has been buying lumber for 
18 years. Six years ago her services 
proved so valuable to the Nahlik 
Lumber Company in St. Louis, 
Missouri, that she was made a di- 
rector. In June, 1951, she was 
named secretary of the company. 

She uses her woman’s ability to 
“shop around” for Western pine, 
fir, redwood, hemlock, spruce, 
Southern yellow pine, oak, gum, 
cypress, and a few Northern hard- 
woods. She started traveling in 
1940 and now covers about 12,000 
miles a year—by plane, train, and 
rented car. Her extensive travel 
often is of much concern to her 
family, but her 90-year-old grand- 
mother prays for the success of 
each buying trip she makes. 

Miss Irby entered the lumber 
industry as a stenographer. Now 
“boss” of two men in the South 
and two women in the office, she 
admits that she was “greener than 
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a log being rafted to the mill” 
when she started work for I. R. L. 
Wiles, who was then at the Wiles- 
Chipman Lumber Company. She 
says she took the job because it 
was “where the business school 
sent me.” 

“And I was just lucky to work 
for a man who wanted me to learn 
and to rise in the business,” she 
added. 

After 10 years of experience in 
the office, the firm sent her on a 
buying trip at a time when lumber 
was becoming difficult to get. Up to 
that time, the company hadn’t had 
a regular buyer who made outside 
trips. 

When Wiles left Wiles-Chipman 
in 1946 to take over the Nahlik 
Lumber Company, Miss Irby left 
with him as a full-time buyer. 

She recalls that during World 
War II, when lumber buyers were 
often regarded as real pests, she 
was always cordially received at 
all of the mills. One of the most 
interesting phases of her work, 
which started during the war, is 
attending lumber auctions. They 
serve a dual purpose for her now, 
since she not only makes bids but 


also makes contacts with hundreds 
of other lumbermen whom she 
would otherwise have to visit 
singly. 

She is familiar with hundreds of 
sawmills throughout the country 
and the kind of lumber each turns 
out. 

“There’s no doubt that a woman 
must know her business better 
than a man in order to gain con- 
fidence in the first place,” Miss Irby 
says. “By and large, no one objects 
to doing business with a woman if 
she knows what she’s talking about 
—and I hope I do.” 

Serving as a middleman between 
seller and purchaser, she uses her 
natural feminine tact to keep the 
customer satisfied with the quality 
of the material and+the mill satis- 
fied with the price. She likes her 
job because “there’s never a dull 
moment.” 

She is not so close to the trees 
that she can’t see the forest, how- 
ever. Her hobby is color photog- 
raphy and her travels supply much 
scenery to be brought back on film. 
She sings in a Presbyterian Church 
choir, is song leader for the Sun- 
day School, and works with the 
missionary group. She also is a 
member of the Christian Business 
and Professional Women’s Council 
of America. 

Inspired by the services of Miss 
Irby, the Nahlik Lumber Company 
added another woman to its ex- 
ecutive staff five years ago—Miss 
Leona Ellermann, who is treasurer. 
She previously was affiliated with 
another lumber firm in St. Louis. 


WEST COAST WOODS 


(From page 24) 


four feet. Other dimension is bun- 
dled 50 pieces to the package. 

The bundles are stacked in the 
open yard with the fork-lift and 
covered on top with building paper. 
For smaller than bundle orders, 
lumber is classified in shed bins. 

The ends of studs and other di- 
mension are painted. This prevents 
checking and also makes for a 
colorful display on the yard. 

Bridgers’ main line, of course, is 
lumber. But they also sell other 
common building materials that go 
to create a house—paints, hard- 
ware, roofing, non-wood siding, 
windows and doors, and acces- 
sories. That’s why “Build with 
Bridgers”’ is the material password 
in Tuscaloosa. 
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Most Efficient 
WAREHOUSE 


OF ALL 19 wholesale plants 
through which Wm. Cameron and 
Company serve the lumber and 
building supply industry, the new 
building at Fort Worth, Texas, 
combines the better points of de- 
sign and arrangement as emphasiz- 
ed by the experience of this institu- 
tion. The home office is in Waco, 
Texas. 

Paul B. Moon, Fort Worth man- 
ager, is certain that he presides 
over a branch house in which mis- 
takes of previous buildings have 
been eliminated. “From the view- 
point of design and construction, it 
is the most efficient of all the com- 
pany has built so far,” he affirmed. 
“In this one we tried, and we be- 
lieve we have succeeded, in getting 
all the ‘bugs’ out.” 

The Fort Worth plant is only 2% 
blocks off the East-West Freeway, 
a high-speed expressway through 
the metropolis, and it otherwise is 
easy to reach from any point in the 


RAIN OR SHINE, service is certain at the new 
William Cameron warehouse in Fort Worth, 
Texas. Sixteen trucks may be loaded at once 
through the overhead doors and underneath the 
metal canopy, seen above. Most materials, in- 
cluding sash, doors, and plywood, are palletized 
for easy mechanical handling. They’re moved 
from railroad car or truck into the warehouse— 
and out for delivery trucks—by two fork-lift 
trucks. The one at right is unloading new hard- 
wood pallets for this economical purpose. 

















By BARON CREAGER 


Southwest Editor of Southern Building Supplies 


city and from entering highways 

Occupying a five-acre lot, the 
structure is 162 feet across the 
front and 282 feet deep, including 
a truck loading dock. Counting a 
partial second floor, there are 63,- 
000 square feet of storage space 

Ceilings in the warehouse proper 
are 20 feet high and storage space 
is utilized within four feet of the 
ceiling. Materials are stored to this 
height by means of two fork-lift 
trucks, each capable of lifting 4,000 
pounds. 

Low dollies are used for miscel- 
laneous moving of materials about 
the warehouse and some sectional 
conveyors are used on occasion. 
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However, the fork-lifts are busy 
almost constantly—not only in the 
warehouse, but also in unloading 
railroad cars and trucks. For, now, 
most merchandise arrives in rail- 
road cars or trucks loaded on pal- 
lets, or at a height above the car 
or truck floor that permits the 
fork-lift to function. 

In many instances, Cameron sup- 
plies pallets for loading purposes. 

Before starting the job of mov- 
ing in materials from the old loca- 
tion, plus merchandise newly 
ordered, the entire warehouse was 
blueprinted to scale by Bill N. 
Bryant, chief clerk and assistant 
manager. This facilitated the mov- 
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ing chore as the location of all the 
various stocks was pre-determined. 
Outside the warehouse a loading 
dock, extending almost the entire 
width of the building, permits 
loading of 16 trucks simultaneous- 
ly, under a canopy that makes 
handling of merchandise possible 
in all weather. Design of the struc- 
ture for railroad service permits 
unloading of six cars at a time. 
Directly inside the main en- 
trance is an expensive lobby which 
houses offices and a large display 
island. On four sides this display 
island features mantels, a kitchen 
completely equipped with ideal 
cabinets, bathroom interiors, and 


PARKING is easy 
for customers and 
employees alike at 
Cameron's new Fort 
Worth wholesale 
plant, shown at top 
with its modern 
masonry front. 


MANAGER of the 
Fort Worth whole- 
sale branch is Paul 
B. Moon. At right 
he shows how the 
30 sample doors in 
the built-in door 
display may be slid 
out onto a special 
hand - pulled dolly. 
to be wheeled a- 
round display room 
for easy examina- 
tion. 


ONE OF the four 
displays in the is- 
land set-up in the 
showroom for deal- 
ers and specifiers is 
the modern kitchen 
seen below. It con- 
sists of Ideal cabi- 
nets and windows. 











scroll and millwork. 

A fifth display, against a side 
wall, goes almost unobserved until 
one of two sliding doors is pushed 
aside. Inside and racked neatly in 
vertical position, more than 30 
doors will be available for a cus- 
tomer to inspect. By means of a 
specially-built dolly, any one door 
may be removed from the rack and 
rolled to the showroom floor for 
thorough examination. 

In this new Fort Worth plant, 
Wm. Cameron and Company are 
introducing a new item, a complete 
line of mahogany trim. Otherwise, 
stocks are more or less standard for 
Cameron. They include all types 
of millwork—a complete line of 
the company’s own brand—lIdeal; 
composition roofing, asbestos sid- 
ing, steel products, builders’ hard- 
ware, insulation board, flexible 
pine paneling, and window glass. 


S. W. Builder Becomes 
Independent Publication 


For six years the official publica- 
tion of the Home Builders Assn. of 
Fort Worth, Southwestern Builder 
has been made an independent build- 
ing trade journal of homebuilding 
and general construction by Pub- 
lisher Henry L. Geddie. 

In announcing this new plan, Ged- 
die explained that “from the edi- 
torial standpoint, this publication 
will fight for private ownership and 
private buildings in all its various 
phases. ... 

“From the advertising viewpoint, 
the mailing list will continue to in- 
clude the people who control 98 per 
cent of all construction in Fort 
Worth and Tarrant county, making 
Southwestern Builder an excellent 
advertising medium.” 
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WASHINGTON NEWS »« « 





THE ALPHONSE and Gaston year 
of politeness between the newly-in 
Republican administration and the 
sadly-out Democrats is over. The 
election year of 1954 promises many 
charges and counter-charges — and 
changes in the policy positions of 
both parties. 

The Harry Dexter White Case lit 
the fuse to the political fireworks 
Americans must endure—or enjoy— 
in the next few months. And, as 
much as he’d rather pursue a states- 
manly sort of administrative effort, 
President Eisenhower must be a 
party to it. Otherwise, his party 
could soon be out. 

Major changes in the Eisenhower 
policy position already are evident. 
No more talk of “hard money” but 
studied efforts to make money softer, 
more easily to borrow. No call for a 
balanced budget this fiscal year—or 
next. Deficit financing is preferred 
politically to a business recession 
that budget balancing might entail. 


IN CONGRESS, Eisenhower will 
call for legislation that will assure 
the farmers of continued benefits, 
the taxpayers of less burden, and 
union workers of higher benefits. De- 
spite less arms spending, it will call 
for more public debt. The legal ceil- 
ing of $275 billion may be pierced. 

At the same time, regulations and 
demands of business will be temper- 
ed with conciliation and cooperation 
by Uncle Sam. Depreciation rules for 
industry will be eased. Unemploy- 
ment compensation benefits will be 
boosted, as the social security tax is 
left at its 1953 rate. 

An example of the new adminis- 
tration approach is the switch from 
only difficult and emergency loans 
for business through the Small Busi- 
ness Administration (successor to 
RFC) to a “no discrimination” policy. 
Announcing a revision of the SBA 
Loan Policy Statement last month, 
Acting Administrator Wendell B. 
Barnes explained: 

“In other words, the Government 
is granting no preference as between 
types of American small business in 
applying for financial assistance. All 
can expect to have their applications 
considered by SBA on an equal basis. 
In approving loan applications, pri- 
mary consideration will be given to 
the applicant’s character, credit 
record, and business ability. 

“The act also specifies the follow- 
ing factors are to be considered in 
processing loan applications: Im- 
portanee of the business activity to 
the defense effort or essential civilian 
needs, to the public interest, or to 
the maintenance of a well-balanced 
national economy.” 


“HOW ADVERTISING Agencies 
Serve Small Business” is the 38th in 
a series of Management Aids fo! 
Small Business, which the Small 
Business Administration published 
recently. It explains how small busi- 
ness can benefit greatly by the care- 
ful selection and wise use of adver- 
tising agencies. 

This bulletin’s theme ties in with 
the “Era of Persuasion” which the 
U. S. Chamber of Commerce admits 
is coming up. The agency points out 
that “in the months ahead, the 
American people are likely to wit- 
ness sales promotion on a scale never 
before attempted. 

“Why? Because the nation’s mighty 
distribution system is moving ahead 
full-tilt to meet the so-called ‘selec- 
tion mood’ of the American con- 
sumers. Conditions are ripe for a 
great stride forward in the average 
living standards of the people of the 
United States. Production is being 
freed of some of the heavy load of 
defense responsibilities. New and 
better and more products are be- 
ginning to pour off the assembly 
lines. And consumer income and 
savings exist on their highest level 
in American history. 

“So the time has come for a new, 
enlightened, and intensified brand of 
salesmanship aimed at greatly in- 
creased consumer spending. Some 
economists claim that a 10-per-cent 
boost in consumer spending would 
offset a possible cut of $20 billions 
in government defense spending.” 


Smokey says: 
BE SURE its 
DEAD OUT 





— e. 


- Only you can 


PREVENT FOREST FIRES! 
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THE NATIONAL Retail Lumber 
Dealers Assn. submitted a score of 
recommendations recently to Presi- 
dent Eisenhower’s Committee on 
Housing Policy. NRLDA pointed out 
that the Federal government can best 
lend stability to the light construc- 
tion industry and assist the general 
economy by taking steps that will 
insure a free flow of credit at all 
times to private industry. 

The NRLDA recommendations in- 
cluded: 

Extension of FHA Title I loan 
terms to either $3,500 for five years 
or $5,000 for seven years. Adoption of 
the principle of open-end mortgages 
for home improvements, with the 
possibility of insuring mortgage 
loans up to $5,000 with a maturity of 
15 to 20 years for remodeling or 
modernization of existing homes. 

Authorization for FHA to fix vary- 
ing insurance premiums on home 
loans based on the actual risk in any 
loan involved. 

Secondary mortgage market fa- 
cility operated with private funds 
but supervised carefully by the 
government. 

Combining of the FHA and VA 
staffs for making appraisals, credit 
examinations, and field inspections of 
new housing—with oniy one set of 
underwriting standards and mini- 
mum property requirements. Aban- 
donment of the VA certificate of 
reasonable value and direct home 
loans to veterans. 


Hummel Stays at Helm 


R. A. Hummel, board chairman of 
the Lone Star Cement Corp., last 
month was re-elected to a second 
term as chairman of the board of di- 
rectors of the Portland Cement Assn. 
in Chicago, Ill. This national organi- 
zation works for the improvement 
and greater use of portland cement 
and concrete through scientific re- 
search, technical service, educational 
and safety activities. 

Hummel has been a member of 
the PCA board since 1941. After 
serving 11 years as president of the 
Lone Star Cement Corp., he was 
elected chairman of its board last 
year. 

Five new members of the Portland 
Cement Assn. board include Charles 
Horner, Kosmos Portland Cement 
Co.; Max E. Grunewald, Coplay Ce- 
ment Manufacturing Co.; Dwight A. 
Symmes, Glen Falls Portland Ce- 
ment Co.; Waldo E. Tyler, Dewey 
Portland Cement Co., and Frank B. 
Warren, Bessemer Limestone and 
Cement Co. 
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SUPPLY & DEMAND 





BUSINESS WILL NOT be off as 
much in 1954 as earlier forecasts sug- 
gested, a consensus of public and 
private analyses and estimates now 
promises. The softening of loan 
money, the rapid rate of consumer 
savings, the prospect of world peace, 
and the administration’s determin- 
nation not to let any major policy 
add to a recession—all these make 
1954 look as good, business-wise, as 
1948. And that wasn’t a bad year for 
many lumber dealers! 

The annual fall estimate made 
jointly by the U. S. Departments of 
Commerce and Labor anticipates a 
“mild contraction in private construc- 
tion seems likely in the coming year, 
but indications are that publicly- 
financed activity will about equal 
this year’s volume.” The results: new 
construction expenditures of about 
$34 billion in 1954—2 per cent off of 
1953’s evident record volume. 

The Federal agencies predict that 
private housing and industrial plant 
will probably decline along with 
farm construction and defense facili- 
ties. These decreases are expected to 
be largely offset by heavy activities 
in utilities, stores, schools, churches, 
recreational facilities, and highways. 


THE ANNUAL POLL made by the 
F. W. Dodge Corp. of economists sug- 
gests that 1954 will be the nation’s 
second biggest business year. The 
pollsters indicate moderate declines 
of less than 5 per cent in the nation’s 
total output of goods and services. 
At the same time they expect more 
than 1,000,000 non-farm dwelling 
units to be erected. 

An optimistic outlook for 1954 
building activity is attributed by 
David O. Kennedy, president of Ken- 
tile, Inc., flooring manufacturer, to 
these psychological factors: “the de- 
sire of our middle-income, urban 
families to move out of congested- 
apartments into separate dwellings 
in the suburbs; the determination of 
thousands of families in the country 
who bought new small homes since 
the Korean war to move into larger 
quarters as fast as they can, and the 
confidence of the average middle- 
income family in its financial future.” 


HISTORY WAS MADE in October! 
The monthly estimate by the U. S. 
Department of Labor of the non- 
farm housing starts explained: “The 
over-all decline of 4 per cent from 
September reflected primarily the 
virtual absence of new public hous- 
ing starts during the month.” At 
88,000 units, private starts were 1,000 
below the September estimate, yet 
at a seasonally adjusted rate of 
1,006,000 — somewhat better than in 
August and September. 

New construction expenditures of 
$3.2 billion in October set a record 
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for the month. Commercial, educa- 
tional, and religious building all rose 
contra-seasonally to a new monthly 
high—and promise to continue the 
fast pace. 


THE LUMBER MARKET firmed up 
a bit during November, with the 
seasonal let-down in production. For 
the week ended November 14, the 
Southern pine barometer showed 
shipments 7.85%—and orders 5.14% 
—below production. Against the 
three-year averages, orders were off 
14.81%; shipments, 17.24%; and act- 
ual production, 10.19%. 

The national lumber trade _ baro- 
meter showed shipments 9.3% under 
output, and orders 9.0% below pro- 
duction. 


EVERY COMMON building ma- 
terial recently has been in good sup- 
ply so much so that the steel and 
cement producers may revert to 
freight absorption to meet competi- 
tion and ease prices. Recent price 
rises of other building materials may 
give way to consumer resistance. But 
this is in line with price reductions 
of other durables, such as some ap- 
pliances and automobiles. 

This situation suggests caution on 
the part of dealers in over-buying. 





FHA TITLE I loan certifications 
were tightened by FHA last month 
after consultation with the housing 
industry and NRLDA officials. The 
Title I changes are designed to cor- 
rect some abuses in this repair and 
modernization program. 

Effective December 1, the applica- 
tion forms for dealers require more 
information to assure the lender that 
the dealer is a legitimate dealer. 


Lending institutions must keep 
records on past experience with 
dealers. 


The completion certificate now re- 
quires both the borrower and the 
dealer to certify that no bonus was 
given or promised by the dealer in 
order to get the job. It will also 
state that the selection of the dealer 
and acceptance of materials and 
workmanship are the borrower’s re- 
sponsibility, and not the lending in- 
stitution. 


THE OUTLOOK for home improve- 
ment and modernization business is 
greater than ever next year. It is 
expected to be up 18 per cent across 
the nation, whereas new home con- 
struction may be down 7 per cent 
from 1953. 

The dealer who trains his per- 
sonnel and sets up his shop to get 
this business should not suffer much 
volume or profit loss. But, if he sits 
idly by, the roving applicators and 
specialty operators will get the extra 
business and _ profit. 


Ebert Is New Head 
of Dixie Millworkers 


M. D. Ebert, vice-president of the 
Gate City Sash and Door Co., Fort 
Lauderdale, Fla., was elected presi- 
dent of the Southern Woodwork 
Assn. at its annual meeting in At- 
lanta, Ga., November 23-24. He suc- 
ceeded J. J. O’Neill, head of the 
O’Neill Manufacturing Co., Rome, 
Ga. 

Elected new state vice-presidents 
of the architectural millwork organi- 
zation were: Georgia, John P. Bondu- 
rant, Athens Manufacturing Co.; 
North Carolina, R. E. Yarbrough, 
Wearn Lumber Co., Charlotte; Ten- 
nessee, R. H. Whitten, Chavannes 
Lumber Co., Knoxville. Other vice- 
presidents were re-elected. So were 
J. G. Rowell, counselor, and Roy G. 
Jones, treasurer, both of Atlanta. 

Highlight of the meeting was a 
round-table discussion of mutual 
problems of Dixie architects and 
millwork manufacturers. 

After hearing from Joe Stearns, 
assistant director of research of the 
Timber Engineering Co., Washing- 
ton, D. C., concerning this agency’s 
research services in the production 
and uses of wood and plastics, the 
Southern Woodwork Assn. voted to 
become an organization member of 
Teco. 

President Ebert appointed the fol- 
lowing on a committee to coordinate 
SWA activities with Teco: Whitten, 
chairman; Bondurant, and Manning 
McPhillips Jr., of Mobile, Ala. 

After discussing reports by Presi- 
dent Ebert and William L. Otis, of 
Columbia, S. C., members of the 
board of directors of the newly- 
formed Architectural Woodwork In- 
stitute of America, the regional body 
moved that all SWA members in- 
dividually join and support the new 
national promotional organization. 


Morgan’s New President 


Directors of the Morgan Co. on 
November 19 elected Arthur B. 
Chapman president, to succeed his 
father-in-law, the late J. Earl Morgan. 

Chapman heads the Wilmington, 
Del., company and its other affiliated 
companies: the Morgan Co. of Wis- 
consin, Oshkosh; Morgan Sash and 
Door Co., Chicago and Decatur, II1., 
and the Morgan Millwork Co. in Bal- 
timore, Md., and Wilmington, Del. 

Hugo W. Eckardt, who has served 
the company for 18 years, was ad- 
vanced to executive vice-president. 
Director of sales is Clarence G. Petri; 
director of merchandising is William 
D. Sawler. 
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NEWS of the INDUSTRY 





Antrim Yards Bought 
by Rounds and Porter 


Capital stock of the Antrim Lum- 
ber Co., Inc., operators of a chain of 
21 retail lumber yards in Oklahoma, 
has been purchased by the Rounds 
and Porter Lumber Co., operators of 
retail yards in Kansas and Okla- 
homa. 

According to President W. O. Pal- 
mer, the Antrim Lumber Co., Inc., 
will continue to operate under that 
name but as a wholly-owned sub- 
sidiary of the Rounds and Porter 
firm. Headquarters will be at 430 
N. Waco Avenue, Wichita 1, Kan. 
Other new Antrim officers include 
Vice-President J. Bert Smith, Vice- 
President Merle H. Nicholson, Treas- 
urer H. E. Bevans Jr., and Secretary 
Marian R. Meyers. 

In connection with the Antrim 
purchase, the Rounds and Palmer 
Co., a Texas corporation, has pur- 
chased the capital stock of the Lyon 
and Matthews Co., another Antrim 
interest at Bowie, Tex. 

This firm will continue to operate 
under the old name, although a 
Rounds and Palmer subsidiary. Its 
general office will be at 9233 N. Den- 
ton Drive, Dallas, Tex. The presi- 
dent, secretary, and treasurer are 
the same as for Rounds and Porter, 
but the vice-presidents are Ray Cole- 
man and Car! M. Long. 


Fire Maniac Destroys 
Houston Lumber Yards 


Three fires—started one after the 
other, destroying three Houston, Tex., 
lumber firms within nine hours on 
October 25—have been attributed to 
a “firebug.” It is believed that the 
same pyromaniac probably started 
an earlier fire that destroyed the 
Farrar Lumber Co. in Houston. All 
fires were started on days when the 
yards were closed. 

A four-alarm fire at the Burton 
Lumber Co. resulted in $200,000 
worth of damage. Then a three-alarm 
fire broke out at the SoRelle Lumber 
Co., with damage estimated at $125,- 
000. Both of these fires were reported 
by an unknown person. 

The third fire, also a three-alarm 
one, started an hour later at the 
Winkler Drive Lumber Co., a mile 
away. Here Night Watchman Max 
Huber turned in the alarm. “I was in 
the office watching television,” he 
said, “when I smelled something 
burning like rags. I went outside and 
there was a puff like a muffled ex- 
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plosion and the whole yard was 
burning.” He also reported seeing a 
shadow of a man running from the 
fire. 

The Retail Lumber Dealers Assn. 
of Houston offered a reward of $500 
for information leading to the fire- 


ADD-A-ROOM DRIVE 


DIRECTED PRIMARILY to home- 
owners with growing families, the 
Add-A-Room campaign is being 
sponsored by the Gypsum Assn. 

Lloyd H. Yeager, general manager 
of the association, said the promo- 
tional effort was undertaken after 
studies showed that seven million 
owners of one-family homes are now 
faced with the necessity of expand- 
ing their living quarters. About five 
million of these are owners of non- 
farm minimum-space homes. Two 
million are owners of larger houses 
and rural homes in need of expan- 
sion. 

The dollar potential of this market 


bug’s capture. Several lumber com- 
panies and the Lumbermen’s Assn. 
of Texas added to this amount to 
make a total of $1,050. Total damage 
for the three yards was estimated at 
$500,000, and another $400,000 for 
the Farrar yard fire. 


BY DEALERS URGED 


is at least $7 billion, according to 
Yeager. This estimate is based on 
surveys which report that the aver- 
age home-owner spends $1,000 for 
adding an extra room. 

The promotion will also highlight 
other remodeling possibilities such 
as finishing attics and basements, 
converting garages, erecting closet- 
walls, and enclosing’ carports, 
porches, and breezeways. 

All mass media and key trade pub- 
lications are to be kept informed of 
the campaign, which will reach its 
climax in May. During that month, 
to be designated as Add-A-Room 
Month, special publicity and adver- 





Potential Add-A-Room Market 
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The promising statistics shown on this chart were marshalled by the Gypsum 
Assn. to indicate the potential add-a-room market in the United States. Its 
campaign fits in fine with the merchandising recommendations of the Na- 
tional Retail Lumber Dealers Assn. for the late winter and spring months. 
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tising will spearhead the drive. Other 
trade associations and dealer groups 
with a stake in the Add-A-Room 
market are to be urged to develop 
their own publicity and advertising 
programs. 

One big advantage of this type of 
business, Yeager noted, is the avail- 
ability of easy financing. “While the 
shortage of mortgage credit has 
clouded the immediate building out- 
look,” he declared, “funds for the 
financing of home improvements are 
readily available.” 

In view of the zooming Do-It- 
Yourself market, Yeager said, much 
of the Add-A-Room educational and 
promotional material will be angled 
to the home handyman. Power-tool 
sales to home handymen now run 
nearly $100 million a year compared 
to $40 million in 1949. 

“Despite the fact that we seem to 
be becoming a nation of mechanics 
and tinkerers,” he continued, “much 
of this Do-It-Yourself activity is 
actually proving of benefit to con- 
tractors and craftsmen in the build- 
ing trades, since a large proportion of 
home handymen find they must call 
in professionals for some part of 
their remodeling projects. And if it 
weren’t for the current Do-It-Your- 
self trend, many of these projects 
would never have been undertaken 
in the first place.” 

The gypsum industry, Yeager said, 
is convinced the Add-A-Room mar- 
ket will be worthy of special promo- 
tional efforts for a long time to come. 
This conviction is based on “the 
great baby boom we have had in this 
country since 1940. For example, last 
year alone we had nearly four mil- 
lion new babies, and with many re- 
cently-married couples the crops of 
second and third babies are now be- 
ginning to appear. 

“Moreover, upwards of 700,000 
young couples are currently marry- 
ing and establishing their own house- 
nolds each year. Since most of the 
homes purchased by these couples 
are of the minimum-space type, it is 
only a question of time before they 
will be interested in adding a new 
bedroom, utility room, recreation 
room and so on.” 

Building products manufactured 
by Gypsum Assn. members include 
gypsum lath and plaster, single and 
double-ply wallboard, foil-backed 
wallboard, and gypsum sheathing. 


Sma!l Homes Council 
Boosts Storage Walls 


The conventional door-in-the-wall 
closet enclosed by stud walls is a 
thing of the past in the eyes of the 
University of Illinois Small Homes 
Council, which has concluded a con- 
struction study on closets. 

From its research on materials and 
construction methods, the council 
has developed storage partitions 
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made of thin studless walls which 
provide improved storage at less cost. 

Walls are slimmed by using a 
studless panel made of %-inch gyp- 
sum board bonded with linoleum 
paste to %-inch hardboard. Such a 
half-inch wall, when properly sup- 
ported, resists impact better than a 
conventional stud-and-plaster wall 
five inches thick, and also saves floor 
space. It was developed by the Small 
Homes Council through research 
financed by the Lumber Dealers Re- 
search Council. 

Units 12, 16, or 24 inches deep, 
fitted with shelves, rods, or drawers 
as needed, can accommodate almost 
any household item and also allow 
contents to be easily accessible. Such 
ceiling-height units fit well side-by- 
side or back-to-back. 

Single copies of the “Storage Par- 
titions” circular are available from 
the Small Homes Council, Mumford 
House, University of Illinois, Urbana, 
for 10 cents. 





PERSONNEL 
PARADE 





Southern Plaswood Corp. ... The 
secretary of this chipped wood panel 
manufacturer, GORDON BAYLESS, has 
also become sales manager. He suc- 
ceeds R. J. Brock, resigned, in the 
sales office at Hope, Ark. 


Yale and Towne Manufacturing Co. 
... ROBERT M. WHITNEY has been ap- 
pointed to the new position of man- 
ager of national advertising and 
promotion. Previously he was sales 
manager for the Automatic Trans- 
portation Co. Division in Chicago. 


Wen Products, Inc. . . . New sales 
manager for this maker of Wen 
soldering guns and sander-polishers 
is MILES BLUNT. For many years he 
was associated with the Red Devil 
Tool Co. and until recently was 
president of the Black Panther Tool 
Co., of which he and his son, John, 
remain directors. 

Protection Products Manufacturing 
Co. . . . Ropert W. WaDINGTON has 
been named advertising manager, to 
handle the company’s accelerated 
program of sales promotion for Wood- 
life, P. A. R. water repellent, Rain- 
chek masonry sealer, and similar 
products. 


Peterson Window Corp. . . . ROBERT 
F. ANTHONY has been appointed di- 
rector of sales and advertising, and 
E. J. LAForest was made plant su- 
perintendent. Anthony formerly was 
with the plumbing division of the 
Briggs Manufacturing Co., where he 
handled similar advertising duties. 


Croft Steel Products, Inc. . . . ALVIN 
G. LEIGHTON is now general sales 
manager for this firm and its sub- 


K. F. (KIM) HOLLOWAY is now 
Southwestern division manager for 
the Masonite Corp., with headquar- 
ters in Dallas, Tex. A graduate of the 
N. Y. High School of Commerce and 
a former business administration stu- 
dent at Columbia University, Hollo- 
way has sold building materials for 
27 years. He was Masonite’s sales 
representative on Long Island for 13 
years before moving to Dallas seven 
months ago as assistant division 
manager. 


sidiaries. He has spent many years 
in the metal window industry, serv- 
ing another firm as regional manager 
for the last six years. His office is at 
the new subsidiary, Aluminum Co. 
of Mississippi, in McComb. 


Alsynite Co. of America ... EILEEN 
M. DowLInc has been named adver- 
tising manager for this manufacturer 
of translucent fiber - glass building 
panels. Miss Dowling has been with 
Alsynite for three years and former- 
ly was administrative assistant to 
the president. 

Gate City Sash and Door Co... . 
Now serving as advertising director 
of this nationally known manufac- 
turer of awning windows in Fort 
Lauderdale, Fla., is Bop A. Wo.Lr. He 
formerly was an advertising repre- 
sentative for newspapers in Dallas, 
Tex., and Florida, and left a local 
commercial printing firm to join 
Gate City. 


American Radiator & Standard Sani- 
tary Corp... . JOSEPH A. GRAZIER re- 
cently was elected president, suc- 
ceeding THEODORE E. MUELLER, who 
is now chairman of the board. Gra- 
zier joined the company in 1937 as a 
staff member in the office of the 
secretary. 


Celotex Corp. .. . New assistant 
merchandise manager of the roofing 
and allied products department is 
WILLIAM H. Rector. Associated with 
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the building material industry dur- 
ing most of his business career, Rec- 
tor formerly served the U. S. Gyp- 
sum Co. and the Philip Carey Manu- 
facturing Co. 


U. S. Plywood Corp. ... A new vice- 
president and director of this wood 
products producer is WILLIAM H. 
Hunt, former Mid-West division 
manager. He joined the firm in 1938 
at Cleveland. 


United Wallpaper, Inc... . FRED B. 
HEITKAMP is the new president of 
this Aurora, IIl., wallpaper manufac- 
turing firm. For 17 years he had been 
an executive officer of American Type 
Founders and its parent company, 
Daystrom, Inc. He previously had 
been a sales officer for the Lyons 
Metal Products Co. and the Cincin- 
nati Milling Machine Co. A graduate 
of Rutgers University, he is a leader 
in the National Industrial Adver- 
tisers Assn. and the Direct Mail 
Advertisers Assn. 

General Plywood Corp... . Formerly 
assistant controller for Mack Trucks, 
Inc., ADoLPH F. Spear is the new 
secretary-treasurer of the General 
Plywood Corp. in Louisville, Ky. 


Barrett Division of Allied Chemical 
and Dye Corp. . . . CARLETON ELLIS 
Jr. has been appointed director of 
sales for all Plaskon products. This 
firm purchased the Plaskon Division 
of Libbey-Owens-Ford in October. 
Barrett has added the wide range of 





B. P. MOORE now heads building 
products sales for the Reynolds 
Metals Co. in the North and Middle 
Atlantic states. His region includes 
Maryland, Delaware, West Virginia, 
northern Virginia, New Jersey, Penn- 
sylvania, New York, and the New 
England states. He formerly was in 
the Louisville headquarters for Rey- 
nolds building products. A University 
of Pennsylvania graduate, he previ- 
ously had served for 17 years with 
Johns-Manville. 





Plaskon synthetic resins and mold- 
ing materials to its extensive line of 
phenolic resins. RoBertT K. WHITE is 
the advertising manager for Plaskon 
products. Sam GuRLEY is general 
sales manager for Barrett. 


Southern Pine Assn. ... The new 
forester for this lumber trade as- 
sociation is Virci, W. COTHREN, since 
1950 SPA field representative. He is 
a forestry graduate of Louisiana 
State University and Yale University. 
He succeeds W. C. Hammerle, for- 
mer state forester in the Carolinas 
and Georgia, who has become as- 
sociate director of the Forest Farmers 
Assn. Cooperative in Atlanta, Ga. 


Essay Contest on Homes 
Sponsored by NAHB 


“Why Home Ownership Builds 
Good Citizenship” will be the theme 
for the second annual essay contest 
for school students from 10 through 
18 years of age to be sponsored by 
the National Assn. of Home Builders. 

For the 10 best 600-word essays 
on this topic the student authors will 
receive cash prizes ranging from 
$500 to $25. The grand prize-winner 
and his teacher-sponsor also will re- 
ceive an all-expense trip to Wash- 
ington, D. C., next May, where they 
will be honored at the NAHB board’s 
spring meeting. Schools represented 
by winning students in the national 
contest will receive special plaques 

In cities where the NAHB has an 
affiliated homebuilding association, 
contest entries will be handled 
through the local group. In other 
cities, teachers whose pupils would 
like to enter the contest may obtain 
contest rules by writing to the Essay 
Contest Director, National Associ- 
ation of Home Builders, 1028 Con- 
necticut Ave. N. W., Washington 6, 
D. C. These students may submit 
their essays directly to the national 
office. 

Deadline for submission of essays 
is April 1, 1954. 


Largest Plywood Order 


The new $6,000,000 plant of the 
Schlumberger Well Surveying Corp. 
will spread over 36 acres on the 
Gulf Freeway in Houston, Tex. 

To decorate the interior of the 
building, architects placed the larg- 
est single order ever received for 
architectural plywood in the 34-year 
history of the United States Plywood 
Corp. Ft includes four carloads of 
Korina plywood panels and Weld- 
wood doors. The timber for the 
panels is being especially felled in 
the jungles of the Belgian Congo 
Thousands of square feet of Micarta 
plastic will provide a surface for 
desks, tables, and other work sur- 
faces. 
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Why Weatherstripping 
Reduces Fuel Costs 


According to a bulletin recently 
published by the Weatherstrip Re- 
search Institute, based on an engi- 
neering study at the University of 
Minnesota, air infiltration (in-leak- 
age) may account for approximately 
37 per cent of the total heat loss from 
a typical five-room, well-insulated 
bungalow. 

To permit clearance for opening 
and closing, all windows have spaces 
or cracks around the frame. In 
time, these cracks get larger as the 
wood seasons and shrinks and as the 
house “settles.” On an average size 
window, this clearance adds up to a 
hole the size of a brick, if the crack 
is only 1/16-inch wide. 

Some of this wasted heat can be 
eliminated by locking windows when 
closed. But the only effective means 
of materially reducing this heat 
waste is to install metal weather- 
stripping. 

To determine the effectiveness of 
this procedure, an analysis was made 
for 12 cities throughout the United 
States, selected to cover the range 
of weather conditions for the heating 
season. On a comparison of a wea- 
therstripped versus a non-weather- 
stripped house, both insulated, it 
was found that the average savings 
on total fuel cost realized from 
weatherstripped windows is approxi- 
mately 24 per cent. 

Depending upon the particular lo- 
cation, fuel cost, type of heating, 
extent of insulation, etc., dollar-and- 
cents savings for a heating season 
will vary from $16 to $38. 

Other advantages accruing from 
the use of weatherstripping include 
virtual elimination of bothersome 
drafts as well as the influx of dirt, 
dust, and other foreign matter that 
can mar interior furnishings. 


Carpenter to Head 
Forest Products Group 


Leonard G. Carpenter was elected 
president of American Forest Prod- 
ucts Industries, Inc., at the annual 
meeting October 28, in Washington, 
D. C. He heads the McCloud Lumber 
Co., Minneapolis, Minn., with manu- 
facturing operations in McCloud, 
Calif. 

Three other wood-using company 
presidents were elected to the board 
of trustees of AFPI. They include 
John H. Hinman, International Paper 
Co., New York City; Charles M. 
Hines, Edward Hines Lumber Co., 
Chicago, and Ernest L. Kurth, Ange- 
lina County Lumber Co., Keltys, Tex. 

The annual meeting took place 
after a two-day conference of the 
28-man advisory committee, which 
made plans for increasing the Keep 
America Green and Tree Farm move- 
ments in 1954. 
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Randall Knows How to 
“Win the Architects” 


Randall Brothers, Inc., Atlanta, 
Ga., manufacturer of architectural 
millwork and dealers in building ma- 
terials, is literally “killing two birds 
with one stone” by featuring in each 
issue of The Randall Mirror a “House 
of the Month” designed by a member 
of the Georgia chapter of the Ameri- 
can Institute of Architects. 

This publicity and prestige salute 
to the AIA professionals naturally 
pleases them much. At the same time, 
the some 4,700 recipients of the com- 
pany publication “gobble up” the 
rendering and floor plan of an out- 
standing home. 

This Atlanta dealer started The 
Randall Mirror as a monthly publi- 
cation with about 2,000 “subscribers” 
in 1951. This year it has been put on 
a bi-monthly schedule with 4,700 
circulation. 

Its 16 two-color pages feature ad- 
vertised building materials and 
equipment sold by Randall, along 
with the house plan and timely com- 
ment on the seasons, personnel, and 
other items. Along with each house 
plan is published some data about 
the architect: what he does, his 
value to builder and owner; his fees; 
his training; his AIA affiliation; his 
selection. 

Regarding publicity obtained by its 
members and group, the Georgia 
AIA chapter published the following 
compliment to Randall Brothers: 

“Our prime example of such will- 
ing cooperation is The Randall Mirror 
that for consecutive issues has not 
only been illustrated with architect- 
designed houses but has included a 
well-phrased paragraph or two about 
the profession and the institute.” 


New Grade Names 
for Hardwood Plywood 


New grade designations for face 
woods—with specifications patterned 
after present commercial standards 
—were adopted by the Hardwood 
Plywood Institute at its fall meeting 
in Memphis, Tenn., recently. HPI’s 
57 members produce nearly 70 per 
cent of the nation’s hardwood ply- 
wood. 

The new grading rules effect a 
change in nomenclature to conform 
to the unofficial designations cus- 
tomarily applied in the trade, ac- 
cording to M. H. Speltz, grading 
rules chairman and president of the 
Memphis Plywood Corp. 

The top grade is now called “Cus- 
tom.” This is described as an “archi- 
tectural grade,” specially selected 
for grain and color. Exact specifica- 
tions are arrived at by agreement 
between the buyer and the seller. 

The other four grades, in descend- 
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ing order, are Good, Sound, Utility 
and Reject. 

Good grade is intended for use 
with a natural finish. Containing 
natural character markings, it may 
not possess such irregularities as 
worm holes, splits and knots, other 
than pin knots. 

Sound grade is designed for use 
with a paint finish. It must be free 
from open defects and must provide 
a sound, smooth surface. Permitting 
greater variation, it is not matched 
for grain or color. 

More natural irregularities are 
permitted in Utility grade, recom- 
mended for. commercial and indus- 
trial applications where the wood is 
not exposed. 

The Reject grade permits knots 
and other irregularities which do not 
seriously impair the strength or 
serviceability of the panel. 

The institute voted to expand the 
facilities of its research laboratory 
at Atlanta, Ga. Named as chairman 
of the committee to formulate plans 
for the expansion was D. E. Nichols, 
president of Valdosta Plywoods, Inc., 
Valdosta, Ga. 

Among specific markets where the 
institute expects to develop greater 
use of hardwood plywood, said 
Promotional Director R. D. Behm, 
are room paneling of homes, various 
uses in schools, churches, marine and 
land transportation vehicles. Other 
markets include air - conditioning 
cabinets, signs and displays, house 
trailers, and plywood flooring blocks. 

“Much of the promotional effort 
will be directed to the fast growing 
Do-It-Yourself market among home- 
owners.” 


Clark Equipment 
Dealers Sell Ross, Too 


A leading manufacturer of ma- 
terial-handling equipment, the Clark 
Equipment Co., has revamped its 
dealer organization in the South to 
handle its newly-acquired lines of 
Ross straddle carriers and fork 
trucks, according to W. E. Schirmer, 
vice-president. 

Clark dealers affected by the plan 
are Industrial Truck Sales and Serv- 
ice Co., Greensboro, N. C.; Lukas 
Equipment Co., Columbia, S. C.; 
M-H Equipment Co., Birmingham, 
Ala.; Dempster Brothers, Inc., Knox- 
ville, Tenn.; Whitmore Industrial 
Trucks, Tampa, and Equip Co., Inc., 
Miami, Fla. 

Under the new plan, Clark dealers 
will add Ross products to their regu- 
lar sales and service activities. Clark 
acquired the Ross Carrier Company 
last May. 

Clark dealers now are in position 
to lease equipment at low cost to 
companies not in the market to buy 
the devices they need for handling 
materials. The leasing plan was 
worked out with a Chicago bank on 
a national basis. 








Heads Branch Operations 


Joseph Salamone, above, has been 
appointed manager of branch house 
operations for the American Radi- 
ator and Standard Sanitary Corp. 
Robert F. Sells was made general 
manager of branches. 

Salamone was succeeded as gen- 
eral sales manager of the plumbing 
and radiator heating division by 
Daniel J. Quinn, who will be assisted 
by Wallace F. Hastie. 


Fly Ash in Concrete 
Blocks Approved 


Thanks to some research and pro- 
motion by Bituminous Coal Research, 
Inc., concrete building block using 
fly ash from electric utility plants as 
an ingredient of the mix can be 
made and sold in the Pittsburgh, Pa., 
area now. 

Henry Russell, development en- 
gineer in BCR’s Pittsburgh office, 
enlisted the cooperation of the Etna 
Block Co., who made up 350 blocks 
for testing purposes. The city test- 
ing laboratory in July subjected 
these fly ash concrete blocks to their 
standard compressive and water ab- 
sorption test and immediately ap- 
proved their use. 

Concrete blocks must stand 900 
pounds per square inch pressure 
the fly ash block stood 1,285 pounds. 
Maximum water absorption per- 
mitted in approved block is 12 per 
cent of the weight of the block—the 
fly ash block absorbed only 8.8 per 
cent. The fly ash blocks get stronger 
and resist water more as their age 
increases. 

In the manufacture of fly ash con- 
crete block, 20 per cent.of the port- 
land cement was replaced by fly ash. 
This is roughly one pound per block. 

What interests the block makers 
is that they can save .73 cents a 
block. 
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PRODUCT PARADE 





TRANSLUCENT AWNINGS 





Ray-O-Lite awnings are made of a 
translucent fiber glass, combined 
with an aluminum understructure. 
They permit a soft, diffused glow to 
come through to the window, in 
place of the darkness usually as- 
sociated with awning use. They are 
made in a wide assortment of colors. 

This material is said to be rot- 
proof, mildew-proof, and _ shatter- 
proof. The awnings resist stresses, 
strains, vibrations, and even hard 
blows. 

A few choice territories are still 
available to dealers and jobbers. 

Write for P484. Use coupon below. 


CASEMENT WINDOW TRIM 


A new Steelcraft inside-outside trim 
for steel casement windows has been 
developed, called Duo Trim. 

It includes the window stool, sill, 
inside and outside moldings and trim, 
fins, and flashing. The installed cost 
of Duo Trim is said to be several dol- 
lars less than the cost of multiple 
window frames and separate trim 
parts. 


The trim comes in all standard 


steel casement window sizes and is 
used with frame, brick, brick veneer, 
or block construction. It is made in 
bonderized, or bonderized and gal- 
vanized steel with a long-lasting coat 
of baked-on paint. 


Write for P485. Use coupon below. 


HOME WORKSHOP UNIT 


The Plana Centric home workshop 
offers the services of five tools in one 
unit. 

The unit includes a miter gauge; 
rip fence; saw guard and splitter; 8” 
combination blade, spur, and cup 
centers; Allen wrench; box end 
wrench; 8” sanding disc; tool rest, 
extension table; %” geared Jacobs 
chuck and key, and two V-type belts 

Use of a %-HP motor is recom- 
mended. 

The Plana Centric home workshop 
features a tilting-arbor mechanism 
instead of a tilting table. The secret 
of this feature lies in the Plana Cen- 
tric suspension, which simplifies the 
arbor-tilting mechanism and cuts 
manufacturing costs. 

Write for P486. Use coupon below. 
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SILENT SASH BALANCE 


ZEGERS SI-VEL SPRING 


ORDINARY UNCOATED SPRING 


Dura-seal combination metal weath- 
erstrip and sash balance now in- 
cludes specially-processed and coated 
counterbalancing springs. 

A velvet-like finish, baked on the 
galvanized steel springs, assures 
silent opening and closing of wood 
windows. 

The new springs are called Si-Vel. 

Write for P487. Use coupon below. 


PACKAGED DOOR UNITS 


E-Z Set Dor-Units can be set in 20 
minutes by unskilled labor, accord- 
ing to the manufacturer. They elimi- 
nate fitting, planing, splintering, saw- 
ing, routing, drilling, and setting 
hinges. 

Adjustable to fit any wall thick- 
ness from 4%” to 51%”, they do not 
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require special framing of the rough 
opening. They are hung with \” 
clearance on the lock side and 1/16” 
clearance on the hinge side. 

Many styles in all standard sizes 
are available. Bathroom doors fea- 
ture chrome hardware on one side. 

Write for P488. Use coupon page 39. 


IMPROVED FOLDING DOOR 


The 1954 version of the Wonder-Fold 
folding door has a new overhead 
track of extruded aluminum to give 
a smooth, effortless glide when open- 
ing or closing. It is easier to install 
and less susceptible to damage when 
being mounted. 

The improved door also features a 
snap catch, a metal skeleton on the 
leading fold for non-sway action, and 
more folds per width. 

Write for P489. Use coupon page 39. 


CASEMENT STORM SASH 


A new type of interior aluminum 
storm sash, the Wepco Clipper, eli- 
minates problems of weatherproofing 
casement windows. 

The Wepco Clipper is mounted on 
the inside of the casement frame by 
means of four clips that are easily 
screwed into the holes that already 
exist in all casement frames. 

A vinyl plastic weatherstrip gasket 
forms an air-tight seal between the 
window and the frame. 

Write for P490. Use coupon page 39. 
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LATEX FLAT PAINT 


Pierce Painters and Decorators La- 
tex Flat is a new odorless, washable, 
non-yellowing paint. It is said to dry 
in 30 minutes, making it possible to 
complete a job the same day. 

Two coats are said to do the com- 
plete job, eliminating glue size, 


primer, sealer, and shellac. It is said 
to hide tape joints on wallboard and 
not to raise the wallboard nap. 
Sold in half-pint and quart cans, 
it is easily mixed to create various 
shades. 
Write for P491. Use coupon page 39. 


INSULATING “STONE” 


This new Flintoke stone design of 
insulating siding features long, nar- 
row, sculptured stone textures that 
resemble modern stone work used 
in ranch-type construction. 

Called Ledge Rock in the West and 
Ruf-Tex in the East, the new insu- 
lating siding is made in a light, 
mottled green and in buff stone with 


a white base. Ledge Rock is pro- 
duced in another pastel blend of 
buff, coral, and white to simulate the 
popular Crab Orchard stone. The 
new siding has a colored mortar line, 
slated on the bottom for added tex- 
ture. 


Write for P492. Use coupon page 39. 


DECORATOR GLASS 


Pittsburgh Carrara glass decorator 
panels are designed so that the home 
handyman can install his own. In 
the bathroom, they are installed in 
the tub enclosure, as a_ lavatory 
splash panel, and other places where 
resistance to steam and water is de- 
sirable. 

Home-owners need only measure 


the spot where glass is to be used 
and make a cardboard pattern that 
includes any plumbing outlets or 
holes that must be considered. The 
panel section, cut from the pattern, 
is applied over mastic spread on the 
wall. 

The glass is available in black, 
white, gray, ivory, wine, blue, shell 
pink, gunmetal, and two shades of 
green. 

Write for P493. Use coupon page 39. 


“"3-D” PLASTIC TILE 


These three new tile designs—Wave, 
Halo, and Crystal—can be used as a 
complete wall or as feature strips in 
combination with Franklin standard 
plastic wall tile. 

Called Shadowtile, the new tile 
comes in 4%” squares, in many 
colors, plain and marbleized. Send 
tor free samples. 

Write for P494. Use coupon page 39. 


UTILITY TRUCK 


The Lexsuco roofers utility truck 
provides time-saving mobile trans- 
port handling of felts, “hot stuff,” 
roofing insulation, steel decking, 
sheet metal vents, hoods, and similar 
items. It rolls with ease even while 
carrying its 1,000-pound capacity. 

It features a positive locking rear 
wheel to eliminate accidental rolling; 
a front rail to prevent load shifts; a 
back shield to protect operator from 
bruises and “hot stuff” burns, and a 
slotted bed to permit easy and safe 
removal of slings. 

The truck’s length is 56”, width— 
34”, height—42”, and size of bed— 
26”x40”. 

Write for P495. Use coupon page 39. 


NEW PLYWOOD SIDING 


Texture One-Eleven is a new ex- 
terior Douglas fir plywood used as an 
exterior siding for all types of homes 
and small commercial buildings. 
This 5/8” plywood is made in 16” 
and 32” widths, facilitating one-man 
handling. Deep parallel grooves 
create a handsome vertical line pat- 
tern on the face of the panels. Surface 
veneers are especially selected for 
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natural texture, giving a rustic ap- 
pearance. 

For economy and ease of applica- 
tion, each panel is shiplapped on the 
long edges so that vertical joints 
form a groove identical with ad- 
jacent grooves in the panel surface. 
No special joint treatment is re- 
quired. 

Application costs are estimated at 
4 cents a square foot. 

Write for P496. Use coupon page 39. 


VENTILATING PIPE 


New Jenkins Speed-Lok aluminum 
or galvanized pipe for furnace or 
ventilating use is fastened rigidly to 
pipe or fittings by a new connector, 
without crimps or tools. 

A tab is located every six inches 
along the male seam. When the pipe 
is closed with the hands, each tab 
slides through a corresponding slot 
in the female seam. 

This new Tite-Aire pipe connector 
makes it possible to assemble 20 feet 
of Jenkins pipe in a minute. This 
connector can be used with other 
makes of pipe. 


Write for P497. Use coupon page 39. 


NEW G-E APPLIANCES 


For “food at your fingertips,” 1954 
General Electric refrigerators will 
feature new-type semi-circular 
shelves that rotate. They also are 
adjustable to varying heights, even 
when fully loaded, for more efficient 
use. The shelves are included in two 
combination refrigerator deep-freez- 
ers and an automatic defrost model 
and two manual defrost models. 

The new range line features these 
five deluxe features on every model: 
push - button controls, extra - high 
speed Calrod surface units, larger 
oven to accommodate four 8” layers 
of cake on one rack, “focused-heat” 
broiler, and Calrod units, with no 
open-coil heating units. 


The new clothes dryer can be set 
to sprinkle dry clothes, eliminating 
the possibility of mildewing from 
leaving clothes partly dry. The dial 
can be set for high, low, and a third 
setting for sprinkling or fluffing up 
pillows or chenille bedspreads with- 
out heat. The dryer also has an ozone 
lamp that adds oxygen to the air, 
giving clothes a fresh, outdoor 
aroma. 

The automatic washer has a 
“Fabri-Flex” feature that permits 
adding forgotten pieces to the load. 
The washer can be re-started at the 
exact moment of the cycle interrup- 
tion and any stage of the cycle can 
be made to repeat, for longer soaking 
of heavily soiled articles. A water- 
saver control bar permits washing 
smaller loads with less water. 

The dishwasher is made in two 
models—-an undercounter mode! that 
can be permanently installed or con- 
verted into a roll-around model, and 
a combination dishwasher and sink. 
A control mechanism makes it pos- 
sible to repeat, skip, or interrupt any 
stage of the automatic cycle, and 
permits pre-heating of plates for 
serving hot food. 

Write for P498. Use coupon page 39. 


5-IN-1 POWER TOOL 


The H and A Home Shop is a new 
power tool that combines five major 
tools, all driven by one motor. 

It has a saw, jointer, drill press, 
lathe, and sander. It is designed to 
give the home workshop owner a 
complete set of equipment at mini- 
mum cost. It occupies only three 
square feet of floor space. 


This Home Shop can be bought as 
a complete unit, or in separate parts 
to complete the set. 


Write for P499. Use coupon page 39. 


NEW ACOUSTICAL SYSTEM 


A new method of reducing noise in 
large industrial areas combines use 
of Reynolds aluminum panels and 
glass-fiber insulation. 

Perforated, corrugated aluminum 
panels are suspended on aluminum 
angles to form a ceiling. Glass-fiber 
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insulation then is placed either di- 
rectly on top of the panels, or sepa- 
rated and attached above them to an 
existing ceiling, leaving space for 
ventilating ductwork or other instal- 
lations. 

Write for P500. Use coupon page 39. 





New Equipment 


These new products may cut 
your business operation costs 





POWER TOOL BENCHES 


A new line of Morrison benches for 
power tools are made in two sizes to 
cover the complete range of sizes re- 
quired for mounting the standard 
line of small power tools. 

They are adjustable for height $0 
as to obtain proper working height 
for each tool. Made from heavy- 
gauge die-formed parts, arc welded 
for strength and rigidity, they meet 
highest standards required by the 
industry. 

Write for P501. Use coupon page 39. 


UNLOADS AGGREGATES 


The Jeto light-weight aluminum 
conveyor is said to move over a ton 
of coal or other aggregates a minute, 
operated by only one man. 

It has a 2.3-HP gasoline engine, 
easily removed for placement in a 
warm truck cab for easy starting. 
The hopper is adjustable. Wheels 
have zero-pressure rubber ‘tires for 
less injury to lawns. 

Write for P502. Use coupon page 39. 


VACUUM CONVEYOR 


The Vacu-Veyor moves sand, feeds, 
cement, salts, coal, gypsum, flour, 
lime, plastics, fly ash, and many 
other powdered or pellet materials 
by means of pneumatic, vacuum ac- 
tion. 

It will convey up to 150 feet verti- 
cally and 200 feet horizontally. Its 
action continues, operated by only 
one man, until all material is sucked 
through the large hose to the unload- 
ing point. 

The Vacu-Veyor eliminates dust 
and impurities often released into 
the air. 

Write for P503. Use coupon page 39. 
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Hal's HUNCHES 


New items dealers may find 
profitable to sell - - or use 








CABINET PLYWOOD. A new 
factory - packaged, cabinet - grade 
Douglas fir plywood is now available. 
This St. Paul and Tacoma product is 
made of flawless, one-piece, all- 
heartwood face veneers. The grain 
pattern can carry from one drawer 
to the next. Solid, edge-jointed inner 
plys eliminate core voids. 

Write for P504. Use coupon page 39. 


WORK GLOVE. The Trip] - Palm 
work glove is made with a heavy 
vinyl synthetic rubber coating on the 
palm where greatest resistance to 
wear and abrasion is most needed. 
The glove remains soft and pliable 
for hand comfort and dexterity. 
Write for P505. Use coupon page 39. 


ROLLER CONVEYOR. The Magliner 
gravity portable roller conveyor sys- 
tem combines capacity-rated strength 
and utility with the lightness of 
magnesium. It is said to weigh from 
15% to 40% less than comparable 
equipment. The conveyors can be in- 
stalled as a complete system or sup- 
plied in individual sections, with 
couplers to match existing equip- 
ment. 

Write for P506. Use coupon page 39. 


DRAWER SLIDE. The No. 333 Rocket 
slide is made of electro zinc-plated 
cold rolled steel and equipped with 
nylon rollers. It adjusts to fit drawers 
from 20” to 25” in depth. It is in- 
stalled in a matter of minutes. 
Write for P507. Use coupon page 39. 


DOVETAIL TEMPLET. A _ new 
Porter-Cable model 5008 templet is 
used with electric routers to make 
perfectly -matched dovetail joints 
for drawers, cabinets, boxes, built-in 
cupboards, and other projects. It cuts 
both board ends simultaneously and 
handles stock up to 12” wide and 
from 5/16” to 1” thick. 

Write for P508. Use coupon page 39. 


TRANSLUCENT PANELS. New 
Resolite “V-beam” translucent struc- 
tural panels are made of fiber-glass- 
reinforced polyester resins. They nest 
with the corrugations of metal roof- 
ing and siding sheets, so that they 
are easily installed for skylights or 
side paneling for greater home and 
plant daylighting. They eliminate 





DO YOU WANT more in- 
formation on any of these 
new products? Just mail 
the coupon on page 39 
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number shown with item. 











flashing, caulking, and special fram- 
ing. 

Write for P509. Use coupon page 39. 
APPLIANCE TRUCK. The Nutting 
appliance truck now features im- 
proved stair glides, consisting of an 
aluminum alloy assembly in which a 
rubberized fabric V belt runs on two 
steel rollers. It moves water heaters, 
refrigerators, deep freeze _ units, 
stoves, water fountains, oil burners, 
and similar cumbersome items. 

Write for P510. Use coupon page 39. 


SAWHORSE LEGS. Wagner folding 
metal sawhorse legs are made in 


heights of 24”, 30”, 36”, and 42”. 
When assembled, the alligator grip 
jaws firmly grip the wood cross 
piece. Even more positive anchorage 
is possible by means of nails through 
holes provided in the tabs adjacent 
to the jaws. The finish is durable 
aluminum paint. They also can pro- 
vide legs for tables. 

Write for P511. Use coupon page 39. 


ALL - PURPOSE FINISH. Delrac 
transparent coating penetrates, seals, 
and waterproofs concrete, mortar, 
brick, steel, and wood. On concrete, 
it serves as a curing agent and pre- 
vents powdering, dusting, and efflo- 
rescence. It seals pores of wood and 
prevents rust on steel and iron. 
Write for P512. Use coupon page 39. 


SIMULATED MARBLE. Cali-marb 
is made of the same polyester resin 
material that goes into plastic boats 
for the armed services. Like marble, 
no two pieces have identical grain- 
ing. It is made in white, black, green, 
and reddish brown, and costs a frac- 
tion of the price of real marble. 
Write for P513. Use coupon page 39. 


DEGREE METER. The Krollometer 
is a new pocket-size degree meter 
for use by workshop owners, farm- 
ers, carpenters, surveyors, electri- 
cians, and concrete workers. The 


movable dial face shows all angles 
in degrees on one side, while the re- 
verse side translates the degrees to 
inches per foot drop, carpenter 
square measurements, and percent- 
ages of grade. 

Write for P514. Use coupon page 39. 


PERFORATED BOARD. The Cardi- 
nal Home Board is a perforated Ma- 
sonite board with holes every inch 
in each direction. Clips placed in the 
holes hold pots, pans, and other 
kitchen utensils; garden tools; work- 
shop hand tools; clothing in closets, 
and many other small items in vari- 
ous parts of the home, especially 
where the hanging space may want 
to be changed. 

Write for P515. Use coupon page 39. 


HIGH-LIFT TRUCK. The Worksaver 
telescopic high-lift platform truck is 
made in capacities of 3,000 and 4,000 
pounds. It promises “big truck ad- 
vantages at small truck cost.” It has 
elevated platform heights up to 123”, 
with a twin hoist motor and pump 
for fast lifting. A 16” diameter turn- 
table assures ease in steering in tight 
quarters. 

Write for P516. Use coupon page 39. 


DUAL-VALVE DAMPER. Air Con- 
trol Products’ Dual- Valve Dam- 
per series permits exact control of 
the air volume, plus even air dis- 
tribution over the diffuser face. It is 
easily installed to duct or blocking 
and eliminates need for installation 
rings. The mechanism consists of 
spring-loaded, butterfly-type valves, 
operator chain, special chain-lock 
disc, with its keyhole lock, which is 
snapped to the center ring of the 
diffuser. 

Write for P517. Use coupon page 39. 


DOOR CHECK. The Keystone Hy- 
draulic Klo-Sure is a new-type storm 
door hydraulic check. The door, be- 
ing pulled shut by spring tension, 
actuates a sealed piston against the 
oil in the cylinder chamber. Being 
non-compressible, the oil checks the 
action of the spring pulling the door 
for slow closing. 

Write for P518. Use coupon page 39. 


SANDER - POLISHER ATTACH- 
MENT. A new high-speed “Universal 
Model” of Du-Fast sander and polish- 
er attachments is said to fit any make 
%” electric drill. It employs orbital 
motion, designed to eliminate burrs, 
burns, swirls, marks, kick, and buck. 

Write for P519. Use coupon page 39. 


CALCULATING MACHINE. The 
Facit office calculator, model NEA, 
solves arithmetical problems in ad- 
dition, subtraction, division, and 
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PLYWOOD 


QUALITY 
in 1954 
1. AS always 


We are not crystal ball gazers on world and 
national events. But of this we are sure — 

In 1954 the various products of APMI will 
be quality, as always. 

Fine Douglas fir gives us superb raw ma- 
terial. Modern mills give us excellent plant 
layouts and machinery. Veteran employees 
provide important know-how. More than 30 

years of plywood manufacture gives us 
invaluable experience in serving 

you through our own sales 

warehouses. We 

welcome your 

inquiries. 


_ PLYWOOD MILLS, Inc. 


GENERAL OFFICES: EUGENE, OREGON 


Plywood plants at Eugene and Willamina 
Lumber mill at Roseburg 


BRANCH SALES WAREHOUSES: 


4268 Utah St., St. Louis, Missouri 

4814 Bengal St., Dallas, Texas 

4003 Coyle St., Houston, Texas 

1026 Jay St., Charlotte, North Carolina 
Worley Road, Greenville, South Carolina 
925 Toland Street, San Francisco, California 
Eugene, Oregon 

Willamina, Oregon 


SALES OFFICES: 
31 State Street, Boston, Massachusetts 
595 E. Colorado Street, Pasadena, California 





ben 
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multiplication. The 10-key machine 
speeds accounting, estimating, in- 
ventory, sales, and payroll problems. 

Write for P520. Use coupon page 39. 


TELESCOPING TOWEL BAR. Hall- 
Mack’s Extendo-Bar is a towel bar 
with an additional rod that is pulled 
from each end to provide space for 
hanging- stockings and other small 
items washed in the bathroom and 
left to dry. The bar is made in 
lengths of 18”, 24”, and 30”. 

Write for P521. Use coupon page 39. 


CEMENT-WATER PAINT. Coprox 
cement-water paint for waterproof- 
ing porous masonry walls, above and 
below grade, requires only the ad- 
dition of water to prepare it for use. 
It may be applied over dry as well 
as wet surfaces. It cures itself by 
retention and slow release of suf- 
ficient mixing water, eliminating 
need for wetting down the new coat- 
ing. Its coefficient of expansion is 
about that of most masonry, insuring 
against cracks. 

Write for P522. Use coupon page 39. 


STAIRWAY COVERING. Sponge- 
Tred is a new stairway covering that 
features new resiliency created by 
using sponge rubber as a base. Made 
with carpet-like texture, it is curved 
to fit the step, giving a continuous 
carpet appearance. It is made in four 
colors, easily cleaned with soap and 
water. 

Write for P523. Use coupon page 39. 


RECESSED LIGHT. To meet re- 
quests of designers, a new recessed 
lighting fixture has been designed 
for use with acoustical tile. Called 
the Marco, the unit is the same size 
as tiles. A hinged frame permits 
quick re-lamping. Available in single 
or two- and four-gang units. 

Write for P524. Use coupon page 39. 


LOW-COST WINDOWS. “Devac 
200” combination windows feature 
aluminum extrusion sash, anodized 
to withstand tarnish, weather, and a 
lifetime of use. The framing is of 
weather-resistant redavood. Glass is 
set in rubber and the screening is 
Lumite plastic. 

Write for P525. Use coupon page 39. 


FOR CURVED SANDING. A new 
Timesaver Shapesander, model 0-5, 
is designed to simplify sanding curv- 
ed, serpentine, and straight wood 
stock. Made in two widths of 24” and 
36”, it features an oscillating sanding 
drum that provides a forward and 
slightly sideways sanding movement 
for achieving exceptional finishes on 
all types of work. 

Write for P526. Use coupon page 39. 


WALL, CEILING TILE. Amerco now 
makes a plastic tile in 17 colors, 
molded with a contour that facili- 
tates grooving. The back cavity of 
the tile is corrugated to prevent slip- 
page and to increase holding power 
of the mastic. Send for free samples. 

Write for P527. Use coupon page 39. 
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PAINT CHART 


A new Luminall paint chart con- 
tains color chips that are perforated, 
so that part of the chip can be taken 
off for customers to match with ma- 
terials or try out various shades to- 
gether. 

The chips actually are painted with 
a thin coat of Satin Luminall paint. 
The outside of the folding color 
chart urges the consumer to “Insist 
on non-inflammable paint!” 

Contact: Luminall Paints, Chicago 
9, Ill. 


COUNTER-TOP CEMENT 


Armstrong’s counter-top cement now 
comes in a combination shipping and 
display case. The carton unfolds to 
become a window or counter display 
unit, holding cans of both Types A 
and B cement. 

Type A is for the professional. 
Type B is for the home handyman. 

Contact: Armstrong Cork Co., 1603 
Lincoln St., Lancaster, Pa. 


REMODELING KIT 


A box of anchor nails and Miracle 
adhesive now opens up to form a 
compact counter display to promote 
“do it yourself” remodeling of base- 
ments and similar unfinished areas in 
the home. 

The box tells the story of trans- 
forming a drab cellar into a colorful 
play room without having to drill 
into concrete. The anchor nails are 
bonded permanently to the wall or 
floor with Miracle anchor adhesives. 


Furring strips or runners are easily 
attached. 

Contact: Miracle Adhesive Corp., 
214 East 53rd St., New York 22, N. Y. 


PROMOTES INSULATION 


A new group of display materials 
promoting fall insulation sales in- 
clude a counter display card with a 
tray for samples of vermiculite; a 
window display stressing low price 
and ease of application, and a flip 
chart (shown both open and closed) 
that gives further installation ap- 
plication. 

The chart can be inserted into an 
open bag of Zonolite on the dealer’s 
sales floor for display. 


Contact: Zonolite Co., 135 South 
LaSalle, Chicago 3, Ill. 


PLYWOOD DESIGNS 


This new counter display attracts 
customers to look through the viewer 
at third-dimensional scenes of Rip- 
plewood brushed plywood in various 
installations. 

A variety of two-tone finishes are 
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DIXISTEEL 


LEAD HEAD NAILS * 


* Made under patent number 2077784 


Here is the ideal roofing nail to sell. It builds customer satisfaction; 
builds profits for you. 
The head is encased in lead, which spreads and seals the hole— 
prevents leaks and rust. 
Dixisteel Lead Head Roofing Nails are made by a patented process. 
More than 6,000 pounds of pressure is applied to compress the lead 
over and under the head as well as down the shank. 
They can’t be over-driven. Their heads will not fly off as a result of 
contraction or expansion of the roofing during weather changes or 
: high winds. 
The nail that never Available bright or hot-dip galvanized in seven lengths: 1, 114, 
loses its head! 114, 134, 2, 214, and 21% inches. All are No. 10 gauge. 
Complete head is encased Order a supply from your wholesaler or jobber. 
in lead which seals the 


hole—prevents leaks and 


rent. Woalt fy oft! @ Free samples on request! 


ATLANTIC STEEL COMPANY. = ATLANTA, GEORGIA 
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shown on the small samples at the 
front, which are identified. Copy on 
the background board presents cus- 
tomers “a rich texture that offers 
you exciting new beauty and dra- 
matic decorative possibilities for 
your home.” 

Contact: Georgia-Pacific Plywood 
Co., Southern Finance Building, 
Augusta, Ga. 


HOUSE PLAN BOOK 


A new house plan book, “Home 
Planners’ Homes of Natural Stone,” 
helps retailers sell more stone. All 
plans are available from Home Plan- 
ners, Inc., and a card for ordering 
plans is attached to the book. 

In addition to the home plans and 
elevations, the book includes natural- 
color pictures of various types of 
stone. It also lists sources for the 
retailer. 

Contact: Stone Council, 40 East 
56th Street, Indianapolis, Ind. 


DOORS IN MINIATURE 


For dealers who have a wide selec- 
tion of doors but no space to display 
every model, the “Merry-Go-Round” 
door selector display offers an op- 
portunity to show all doors in minia- 
ture. 


It holds accurate wood miniatures 
of most popular designs of wood 
doors. They are built on a 1%” scale. 
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A special holder at the top of the 
drum takes a sign, display card, or 
ad reprint. 

Contact: Ponderosa Pine Woodwork, 
38 South Dearborn St., Chicago 3, 
Ill. 


SNIP, PLIER DISPLAY 


To increase impulse sales, a new 
small revolving display unit holds 
12 P and C snips and pliers. 

The unit either sits by itself on a 
counter or it is placed on top of the 
present P and C self-selling mer- 
chandiser, a larger floor display unit. 

Contact: P and C Tool Co., Port- 
land, Ore. 


PAINTING PRODUCTS 


The new Wooster Deco-Mart takes 
up only two square feet of floor 
space, yet it holds a supply of 66 
nylon varnish and wall brushes; 12 
packaged combinations of roller and 
tray; six single rollers, and 12 re- 
placement covers. 


“SHOOT TH om 


Shelf space accommodates two 
open roller-and-tray units, or paint 
cans and similar paint products. 

Contact: Wooster Brush Co., Woos- 
ter, Ohio. 


DECAL SIGNS 


Just off the press—and free—is a 
new full-color “ADvisor” book. It is 
a complete guide for use of decals as 
signs. 

It shows many actual applications 
of permanent decal sign advertising, 
covering such applications as win- 
dow, fountain, door, and counter 
signs. 

Contact: Meyercord Co., 5323 West 
Lake St., Chicago 44, II. 


RULE DISPLAY 


Stanley’s new display No. 1206A fea- 
tures a dozen popular-priced “push- 


pull” rules in three sizes—6’, 8’, and 
10’. 

This compact display is 12” high 
by 10” wide. Made of sturdy card- 
board printed in three colors, it snaps 
into counter position in seconds. 

Contact: Stanley Tools, New Bri- 
tain, Conn. 


PROMOTES ENAMEL 


Cashing in on the trend toward 
finishing recreation rooms, kitchens, 
sun porches, nurseries, and baths 
with a glossy finish, Bruning Brothers 
offer a hardwood display fixture free 
with a supply of the new non-toxic 
Bru-Lux enamel. Large color cards 
also are offered. 

The display material features the 
American Medical Assn. Seal of Ap- 
proval, supporting the “non-toxic 
and odorless” theme. 

Contact: Bruning Brothers, Inc., 
4209 East Chase St., Baltimore 5, Md. 


SLIDING HARDWARE. The Grant 
Pulley and Hardware Corp., 31-85 
Whitestone Parkway, Flushing,N. Y., 
offers a new sliding hardware cata- 
log. It helps the builder decide what 
hardware suits his need best. It 
covers sliding door hangers, drawer 
slides, sheaves and tracks, and tra- 
verse hardware. 
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THE FIRST COMPLETELY nite. A WEATHERSTRIPPED 


2 = 


ae 


BASY GAS 


With Denison KD (knockdown) units you Rugged extruded-aluminum con 
save on shipping costs, storage space stock weatherstripped storm sash inter 
required.Head and sill available in 4” incre- able with recessed screen, slopin 
ments, jambs in 314” increments . .. supply features that sell... and these ¢ 
any. size window or door with simple saw cut. features make new customers f. 








Patented aditistabie 
tension-seal®* fess 

: A clip®°*® provi 
Seven packaged KD BK oe ; itive sealing 
units take no more “a - vers .. . -38R 
“space than one as- air, water it 
sembled window. : 





Only a screwdriver 
and 8 screws needed g directs 
for simple assembly , ‘oof drain- 
of Denison KD units. 4 ag ¥ from lou- 








Glass louvers slide p/) | - ae 
inte place .., are 2 ; Complete weather- 
Se ronvion-col® > f D eee 

sion-s ‘well as head and si 
louver clip : for protection in any 
climate. 





®°°Pat, Applied For 
° ©Copyright 1933 Penison Corp. ; (SEA ERE! FeRFEK:  aUERT STSR Sey CU OREM SRR one nese sm om 
*Jamb Weatherstripping. Pat. No. 2,654,921 DENISON CORPORATION 

Dept. SBS-1 

1890 N. E. 146th Street 

North Miami, Florida 





j 
Denison Jalousies provide new, sparkling beauty 
for prime window openings vs«.-they»aré used i 
for doors . . . convert open porches to year-round | 
all-purpose rooms . . . make breezeways more” i 
I 
\ 
! 
I 
} 


Please send me full information on Denison Jalousies. 





useful. 





Company 


ESTABLISH YOURSELF IN THIS PROFITABLE NEW MARKET NOW! dd 
Address 





City 





WEATHERMASTER JALOUSIES DIVISION OF 
State 


} =) 
deer Denison ARRAN E oe 


It’s stamped DEALERS + DISTRIBUTORS 


=) 
on the sill. Ce D | Ty | fe hea | { CB) | , | Certain desirable territories are available 


MAIL THIS COUPON TODAY! 





i 
! 
I 
| 
| 
Name | 
I 
I 
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I 
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I 
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DEALERS in the 


NEWS 





MISSISSIPPI 


JACKSON: J. M. Evans, president 
of the City Coal and Lumber Co., 
was honored by his office employees 
recently with a surprise celebration 
on his 71st birthday. A birthday cake 
and ice cream were served at 3 p. m. 
He has served his company 32 years. 


MARKS: The Graeber - Lipsey 
Lumber Co. held “open house” Octo- 
ber 10 to show off its new yard here. 
The store has a frontage of 150 feet 
on Highway 2. A. W. Card is man- 
ager of the firm, which is owned by 
L. A. Graeber Sr. and Allen Lipsey. 


CLARKSDALE: Harry D. Kantor 
and Son recently announced that 
Bill Lee has joined their sales staff. 


GULFPORT: Bert L. Roberts, Fox 
Arrington, and Jo Drake Arrington 
have bought the Service Lumber Co. 
It was established in 1948 by the 
Stone County Lumber Co., owned by 
Walter A. Bonney, J. H. Crooks, and 
Leo McRae. Roberts continues as 
manager of the firm . . . The Ligon 
and Chapman Lumber Co. recently 
celebrated its second anniversary. 
During that time, the firm has ex- 
panded and moved into a modern 
new building. 


INDIANOLA: The Sunflower Lum- 
ber Co. was mostly destroyed in a 
fire recently. Volunteer firemen sav- 
ed the office of the firm, which is 
owned by Frank Caldwell, Cecil 
Campbell, E. B. Ezell, and Joe S. 
Green. It was believed to have start- 
ed from a nearby grass fire. 


SOUTH CAROLINA 


CHARLESTON: Percy (Pete) 
Petit, connected with the construc- 
tion industry for many years, has 
joined the C. C. Rhodes Lumber Co. 
Twenty-eight years ago, Pete achiev- 
ed fame for his high-school football 
record. On one occasion, he ran 98 
yards for a touchdown to make the 
only score of the game. 


ARKANSAS 


BATESVILLE: Miss Mabel Pad- 
gett, manager of the Padgett Lum- 
ber Co., recently was named the 
outstanding woman of the year by 
the Batesville Business and Profes- 
sional Women’s Club. 


LITTLE ROCK: Mrs. Luke Arnett 
has joined the Tom Butler brick, tile, 
and stone firm. She is an authority 
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on uses of stone. A recent adver- 
tisement offered this lady expert’s 
advice without charge or obligation. 
... The Nowlin Lumber Co. recently 
advertised in the newspaper that it 
was back in business at a new loca- 
tion, 1703 East 14th Street. 


LOUISIANA 


NEW ORLEANS: Lumber Prod- 
ucts, Inc., now occupies the former 
site of the Davis Wood Lumber Co., 
which was bought by Elm Wood, 
president. Besides a full line of 
building materials, the firm offers 
architectural plan service, free esti- 
mates, and recommends contractors. 
... The Madison Lumber Co. recent- 
ly was liquidated after years of 
operations. Dick Mestayer, president 
of the Mestayer Lumber Co., paid 
the firm tribute in an open letter in 
the newspapers. .. . A charter has 


ACTIVE HOUSTONIANS 


This Texas couple stay busy as lead- 
ers in and out of the retail lumber 
industry. D. M. (Boots) Nichols Jr., 
manager of the Temple Lumber Co., 
recently finished his second term as 
president of the Retail Lumber Deal- 
ers Assn. of Houston. Mrs. Nichols 
—"Miss Boots” to close friends—was 
one of 12 U. S. representatives at- 
tending the Girl Scout Internation- 
al Encampment near Pleasantville, 
N. Y., July 1-13. During the past six 
years she has held practically every 
Girl Scout office in Harris county. 
Their children, Diane and David, 11 
and 9 years of age, enjoy the sum- 
mers at their grandfather’s ranch. 


been granted the Southern Concrete 
Co., Inc. 


POINTE COUPEE: The O. B. 
Laurent Lumber Co. recently moved 
to a new building on the Morganza 
Highway. It operated for 23 years on 
New Roads St. O. B. Laurent Sr. 
founded the business and several 
years ago took two of his sons, O. B. 
Jr. and Joe, into the business. 


BENTON: The Benton Creosoting 
Co. has been granted a charter of 
incorporation. 


KANSAS 


IOLA: The Clark Lumber Co. re- 
cently opened its unusual new show 
room and offices. Seven different 
wood panel types were used to finish 
the walls—birch, striated fir ply- 
wood, Novoply, Philippine and Afri- 
can mahogany, birds-eye maple, 
American elm. The fixtures are of 
maple plywood, finished with hard 
maple trim. 


CHERRYVALE: W. F. Ringstaff 
was honored at a banquet in In- 
dependence recently for his 50 years 
with the Woods-Ringstaff Lumber 
Co. R. C. Woods, general manager 
of the chain of 20 yards, presented 
him a traveling bag. 


TEXAS 


MARSHALL: Jake Parker is new 
manager of the Temple Builders 
Supply Co. 


MIDLAND: Melvin E. Moody has 
been named manager of the Mc- 
Millan Lumber Co. yard here. 


FREDERICKSBURG: Elgin Hei- 
mann, manager of the Wm. Cameron 
and Co. yard here, was appointed 
official Fredericksburg ambassador 
to the fifth annual San Antonio Live- 
stock Exposition, to be held February 
12-21. He also serves as chairman of 
the Inter-City Relations Committee 
of the local Chamber of Commerce. 


LUBBOCK: Mrs. Mary Griffith, 
vice-president and treasurer of the 
Cicero Smith Lumber Co., was honor- 
ed recently on her 45th anniversary 
with the firm. She joined the firm as 
secretary to the late J. Lee Johnson 
Sr., one of the founders. She is one 
of the few women executives in the 
lumber business in Texas. 


ABILENE: A three-day celebration 
recently marked the formal opening 
of the Southwestern Lumber and 
Supply Co. at its new location on 
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For Remodeling or Modernizing — 


it’s Ou side and I 
FLINTKOTE Building Materials 


...Ready to help on any job—big or small— 
a complete line of well-known, reliable products 


Flintkote Asphalt Roofing 


Tops in roofs! ... for beauty, long life, fire resistance. 
That’s what you get in Flintkote Asphalt Shingles, in- 
dividual or strip. A colorful Flintkote roof stands out, 
stands up . . . and gives lasting economy. The extra 
years of service cost no more! 


Flintkote Asbestos-Cement Sidings 


Flintkote’s beautiful Stri-Color* Asbestos-Cement Sid- 
ings... with the famous Dura-Shield* water-repellent, 
stain-resistant, protective finish . . . can give a house a 
brand new appearance! Their handsome new colors can 
be used for monotone or duotone effects . . . or for 
effective combinations with stone, brick, stucco. Avail- 
able in gray, green, brown, or in Weathered White, 
Green and Coral. The extra years of service cost no more! 


Flintkote Insulating Sidings 

For putting new life...and new economy ...into homes, 
choose from Flintkote’s colorful insulating sidings. 
Flintkote Roman Brick: is the modern aristocrat of 
brick design. 


it = Flintkote Shake Design offers Colonial beauty in cream, 
| - ca red, brown, green, gray and white. 
| a We Flintkote Narro-Lap comes in a variety of rich, new 
lites colors for jobs calling for a handsome narrow siding. 


Flintkote Ledge Rock makes sidewalls look like stone 
Flintkote Decorative Insulation Board 


walls! The extra years of service cost no more! 
When remodeling or repairing, Flintkote 
Decorative Insulation is a friend indeed! Use it 
to build or brighten up any room . . . to cheer 
up drab surroundings . . . to add insulation. 
The extra years of service cost no more! 








MA | | il | | 
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Flintkote Insulating Wool 


And when it comes to remodeling, here’s a 
must for improving comfort and health condi- 
tions... for saving fuel bills. Flintkote Insulat- 
ing Wool, a Fiberglas** product, is naturally 
fireproof, light in weight, moisture resistant, 
odorless. And it’s detested by vermin. The 
extra years of service cost no more! 








THE FLINTKOTE ComPANY, Building Materials Divi- 
sion, 30 Rockefeller Plaza, New York 20, N. Y. 
There are many other Flint- 
kote Building Products, too, 
for repairing, remodeling and 2 L i al f KO q & . 
modernizing. Write for catalog. R 


*A Trademark of The Fiintkot 


winter Gwestir nce | Cle aed Clee Leader aince tom NERA 
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North First Street. The new plant 
covers a whole block, whereas the 
former quarters had only 60x140 feet 
of floor space. The new plant in- 
cludes five warehouses, four lumber 
sheds, and an office and display 
building. B. F. (Buster) Horn, a 
building contractor who entered the 
lumber business in 1947, is owner of 
the firm. 


LITTLEFIELD: Prizes valued at 
$500 were awarded at the grand 
opening of the Roberts Lumber Co., 
in its new home at 1223 East Ninth 
Street. Virrel E. Roberts, the owner, 
also celebrated his fifth year in the 
building supply business here. 


PANHANDLE: Ewing Ohmart is 
new manager of the Panhandle Lum- 
ber Co. He was transferred from the 
Carlsbad, N. M., yard, where he was 
city salesman. He succeeds Herman 
N. Olsen, who was transferred to 
Idaho. 


SOUTH AUSTIN: The Bell Lum- 
ber Co. is a new firm recently open- 
ed to supply contractors and home- 
owners in this section. Owner Mar- 
vin E. Bell has had 15 years of lum- 
ber experience in Austin, McGregor, 
and Groesbeck. 


SCHULENBURG: Ray Hardaway 
has bought a half interest in the 
Kusey Lumber Co. from John 
Walker, of Weimar. He has moved 
here to take an active part in its 
management. 


SAN ANTONIO: The Fair Lumber 
Co. has opened a store in the Mc- 
Creless Shopping Village. Levi 
Spangler is manager. 


SWEETWATER: Lingo Brown, 29, 
son of Lumber Dealer Paul Brown, 
telephoned his family recently from 
Albuquerque, N. M., after being 
missing three days. He said he was 
attacked by someone trying to break 
into the lumber yard, was slugged, 
and carried off. When he regained 
consciousness, he found himself on a 
highway near Albuquerque. 














“Don't stare at me so! I can’t help it 
if they haven't built any houses up 
here yet.” 
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More Texas News! 


REFUGIO: The Kaffie Lumber Co., 
of Corpus Christi, has opened a 
branch yard here to specialize in oil 
field materials. 


HALLETTSVILLE: L. F. (Lindy) 
Smith has bought the A. J. Reinhart 
Lumber Yard. In the lumber busi- 
ness 35 years, Reinhart announced 
his plans to retire. The yard is now 
operated under the name of L. F. 
Smith Lumber Yard. 


GRAHAM: The Morrison - Smith 
Lumber Co. recently donated enough 
paint to redecorate the Chamber of 
Commerce office. 


KILGORE: William H. (Bill) 
Owens has been named manager of 
the Boettcher Lumber Co. He moved 
here from Amarillo, where he man- 
aged another lumber firm. 


DALLAS: The K and M Builders 
Supply, Inc., recently opened in a 
new building at 2028 Farrington. 
H. T. Byrne Jr. reports that the new 
quarters feature air - conditioning, 
10,000 square feet of floor space, 
truck docks, and off-street parking 
area. 


HOUSTON: C. O. Beeler, president 
of the C. O. Beeler Lumber Co., cur- 
rently is building a housing project 
to include about 1,500 homes. He es- 
timates that during his 15 years of 
business in Harris county he has 
built over 2,000 homes. .. . Lone Star 
Building Materials, Inc., has a new 
location at 7314 Chocolate Bayou 
Road. The new building gives the 
firm more room for paints, hardware, 
and building specialties. J. R. Tor- 
torice is president; Joe M. Philip- 
pone, secretary; Y. O. Sedita, vice- 
president, and Dr. J. M. Filippone, a 
director. 


OKLAHOMA 


PRYOR: Glenn Pearce has been 
promoted from assistant manager of 
the Long-Bell Lumber Co. yard in 
Henryetta to manager of the Pryor 
yard. E. E. Wells was transferred 
from McAlester to succeed Pearce in 
Henryetta. 


OKLAHOMA CITY: Chester N. 
Leonhardt, whose father operates the 
Leonhardt Lumber Co., is manager 
of the new Leonhardt store at 101 
SE 29th Street. His father has had 
30 years’ experience in the lumber 
business and his grandfather 45 
years. 


TULSA: William W. Richardson 
has been elected president of the 
Spartan Lumber and Hardware Co. 
He fills the vacancy left last Decem- 
ber by the death of his stepfather, 
Ed Henry. 


KINGFISHER: Ival Gleason, man- 
ager of the Oklahoma City Long- 
Bell yard, recently spent some time 


here conducting a building and re- 
modeling clinic. Following the dis- 
cussion, representatives of several 
building products explained their 
merchandise and answered questions. 


KENTUCKY 


LOUISVILLE: Those attending 
“open house” at the Clifton Supply 
and Lumber Company’s new store at 
2133 Frankfort Ave. found many 
special low prices on merchandise 
and valuable free door prizes. Four 
photographs in a large newspaper 
ad showed the new office, covered 
storage yard, an interior display 
scene in the store, and a freight car 
being unloaded under the warehouse 
roof. 


NORTH CAROLINA 


LEAKSVILLE: The Modern Build- 
ers Supply firm has been granted a 
charter of incorporation to deal in 
all kinds of hardware, building ma- 
terials, building equipment, and 
specialties. 


GEORGIA 


JESUP: J. E. Norris has sold his 
interest in the Norris Lumber and 
Supply Co. to his son, Emory. The 
younger Norris has been associated 
with his father in the lumber busi- 
ness 18% years. 


ATLANTA: After nine years of 
service with the Campbell Coal Co. 
here, John M. Cavanah Jr. last month 
resigned as assistant wholesale sales 
manager to join the Calloway Build- 
ers Supply Co. Located at 27 Wad- 
dell Street, N. E., this retail firm is 
managed by J. Robert Calloway Jr., 
partner. He formerly was with De- 
Jarnette supply before starting the 
Calloway company two years ago. 


TIFTON: The Builders Supply Co. 
has opened a retail yard here at 28 
West Seventh Street. Archie Drig- 
gers is manager, and Frank Kintner 
heads the millwork shop. 


SANDERSVILLE: Alex Davidoff 
has purchased Lang’s Variety Works, 
the oldest business establishment 
here, from Powell Lang. The firm 
was started as a machine shop in 
1878 by Samuel G. Lang, grandfather 
of the seller. It was the first mill- 
work shop in this area and since the 
war has been the major retailer of 
building materials. Davidoff plans to 
continue this business. 


MISSOURI 


SPRINGFIELD: H. J. Gann, man- 
ager of the Burgner-Bowman-Mat- 
thews Lumber Co. yard here, retired 
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recently after 25 years of service 
with the organization. He was re- 
placed by Robert Browne Jr., former 
manager of the yard in Seymour. 
Roy Hyde is the new Seymour yard 
manager. 


HAYTI: Bill Rhodes, of the Rhodes 
Lumber Co. in Hayti, entertained 
former President Harry Truman at 
the Caruthersville Fair. He showed 
him the firm’s Bilt-Well kitchen 
cabinet display. 

LAMAR: Frank W. Denton is now 
a part owner of the Broadway Lum- 
ber Co. He joined the company 
several months ago. 

MARYVILLE: Fred Wilbur, man- 
ager of the Maryville Lumber Co., 
recently submitted his resignation to 
the Adair Lumber Co. of Kansas 
City, which operates this and seven 
other Missouri yards. Carl Drake 
was transferred to the Maryville 
yard from La Plata, where he has 
managed the La Plata Lumber Co. 


SIKESTON: The Sikeston Lumber 
Co. has planned a new office build- 
ing that will feature an 80'x50’ sales 
room on Highway 60. Manager 
Charles Conn said the old building 
would be razed. 

HAMILTON: The cash drawer at 
the Hamilton Lumber Co. was un- 
locked and robbed of about $100 re- 
cently while the assistant manager 
and another employee were working 
at the back. 


WEST VIRGINIA 


HUNTINGTON: The Carolina Lum- 
ber Co. sponsored a roofing sales 
clinic at the Hotel Huntington here 
recently. A color movie showing the 
manufacture and application of Bird 
asphalt roofing and siding was shown 
to contractors, dealers, and specifiers. 


TENNESSEE 


MEMPHIS: The Memphis Lumber 
Sales Co. has been granted a charter 
of incorporation to deal in lumber 
and building materials. Roy M. Scott, 
James L. Middleton, and Tom M. 
Lambert are the incorporators. 


FLORIDA 


MIAMI: After 46 years in the 
lumber business, G. Tom Bailey has 
retired from active management of 
Bailey’s Lumber Yards, Inc. His two 
sons, G. Tom Jr. and L. Pete Bailey, 
have assumed higher managerial 
duties in this two-yard company 
which he organized in 1926. Its pro- 
gressive packaged selling and adver- 
tising methods have been feature 
subjects in SOUTHERN BUILDING Sup- 
pLies. .. . More than 20,000 persons 
attended the three-day “grand open- 
ing” of Lindsley Lumber’s new 
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building material supermarket here 
in mid-November. Herman Small- 
grove is manager of the yard, which 
is located at Seventh Avenue and 
127th Street in North Miami. 


OBITUARIES 


MILO MORTON TAGUE, 70, pioneer 
Lawton, Okla., lumber dealer and 
former city councilman, died recent- 
ly. He was a former president of the 
Kiwanis Club and the Retail Mer- 
chants Assn. He leaves a wife and 
two daughters. 


JAMES DOUGLAS HUFFMAN, 54, 
Hattiesburg, Miss., lumber broker, 
died November 3. He was accidental- 
ly shot while packing a gun in prepa- 
ration for moving his family to 
Memphis, Tenn. He leaves a wife and 
son. 


LOREN SAMUEL DACK, 64, who 
had operated a lumber yard in An- 
dover, Kan., for 43 years, died re- 
cently after a short illness. He is 
survived by a wife, daughter, and 
son. 


CURTIS T. VAUGHAN, head of the 
George C. Vaughan interests which 
his father founded, died in San An- 
tonio, Tex., early in November. He 
also was president of the Alamo 
Lumber Co., which had retail yards 
in 38 Texas towns, and lumber mills 
in Louisiana. He was chief executive 
of the Sash and Door Co. of San An- 
tonio and of the Eagle Pass Lumber 
Co. He was a director of the Alamo 
National Southwest Lumber Mills, 
Inc., and the Building Supply Co. In 
addition to many other civic activi- 
ties, he had directed the San Antonio 
Community Chest campaign. 


GEORGE CRONAN, 53, vice-presi- 
dent and former sales manager of 
the Alexander Schroeder Lumber 
Co., died of a heart attack late in 
October. He worked for several Dal- 
las and San Antonio lumber com- 
panies before joining the Schroeder 
firm in Houston, Tex., 17 years ago. 
He leaves a wife. 

JOHN T. MALONEY, 57, co-owner 
of the Boland-Maloney Lumber Co. 
in Louisville, Ky., recently died of a 
heart attack. A day later, his firm 
marked its 16th successful year of 
business. He is survived by a daugh- 
ter. 

LOUIS J. BERNATZ, 62, died sud- 
denly in Los Angeles, Calif., on No- 
vember 15 while on a business trip 
for the American Cabinet Hardware 
Corp. He was vice-president and 
general sales manager for this Rock- 
ford, Ill., cabinet hardware manu- 
facturer. He is survived by Mrs. 
Bernatz, two sons, and two daughters. 


G. J. FARABOUGH, lumber-yard 
owner, died at his Camden, Ark., 


home on November 16. He was presi- 
dent of the Camden Rotary Club, a 
World War I veteran, and a Metho- 
dist. A daughter and his widow sur- 
vive him. 


Dealers Offered Tool 
Rental Service System 


“Profits Unlimited!” are promised 
operators of lumber yards, hardware 
stores, and paint stores who obtain 
franchises in the Allied RenTool 
Service. This is a new service organi- 
zation and subsidiary of the Afton 
Supply Co., Yardley, Pa. 

“A professionally operated too] 
rental department increases profit- 
able store traffic, sells related items, 
and makes a store the headquarters 
for Do-It-Yourself fans,” explains 
the proprietors. 

The Allied RenTool Service plan 
tells how to get started right and 
makes pre-tested sales, advertising, 
and operating material available. 
The exclusive franchise cost and 
coverage is dependent upon the size 
of the community. 

Among the features of this tool 
rental plan are: (1) how-to-do-it 
bulletins; (2) how to rent tools 
profitably; (3) source of tool sup- 
ply; (4) tool identification decals; 
(5) standards of service certificate; 
(6) store and window posters; (7) 
monthly Allied RenTool News; (8) 
contracts and operating forms; (9) 
tool instruction decals; (10) illustra- 
ted tool rental catalog; (11) coopera- 
tive advertising aids. 


Emotional Employees 
Are “Accident Risks” 


People with emotional problems 
are high accident risks, according to 
Dr. Eleroy L. Stromberg, director of 
training and personnel research for 
the B. F. Goodrich Co. “This is true 
regardless of efforts to make condi- 
tions under which they work as safe 
as possible.” 

Speaking before the American 
Society of Safety Engineers at the 
National Safety Congress in Chicago 
recently, Dr. Stromberg indicated 
that industry’s accident-prevention 
programs must devote more time to 
studying the emotional make-up of 
the individual worker. Said he: 

“Individuals, in a great many 
cases, contribute most of the factors 
necessary to make an accident. They 
bring emotional factors such as fear, 
worry, unrest, illness, boredom, men- 
tal fatigue, anger, and irritability to 
the job. Many of these individuals 
could appropriately be called ‘ac- 
cidents looking for a time and place 
to happen.’ 

“In the accident field, the preven- 
tion of personal failure is the best 
means of reducing accident fre- 
quency.” 
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ASSOCIATION ACTIVITIES 





OLA Offers First Course 
for Women Personnel 


The Oklahoma Lumbermen’s Assn. 
will offer for the first time next 
January 21-23 a “long-needed train- 
ing course for the women of the in- 
dustry.” 

Conducted at the University of 
Oklahoma in Norman, the course 
will cover the fields of decorating, 
color design, wallpaper, combina- 
tions of furniture periods, and archi- 
tectural periods of homes. It will also 
cover the drop-in trade and the 
woman customer, plus helpful sug- 
gestions on sales courtesy and tele- 
phone personality. 

Among the speakers will be Miss 
Irma Dutrieux, color stylist for the 
O’Brien Corp., and Arthur A. Hood, 
editor of American Lumberman. 

Cost of the course, plus room and 
board, is $12. Application blanks and 
further details can be secured from 
the Oklahoma Lumbermen’s Assn., 
820 Leonhardt Building, Oklahoma 
City, Okla. 

The association also sponsors four 
other courses of help to the retail 
dealer. These include the Top Man- 
agement Institute, held at Southern 
Methodist University in Dallas, De- 
cember 7-11; short courses on selling 
to the farm market at Oklahoma 
A and M College in Stillwater, 
March 24-26; a technical course in 
construction and estimating at Okla- 
homa A and M Tech, Okmulgee, 
January 13-15, and the 30-day train- 
ing course at SMU, January 4-25. 


Texas Dealers Push 
A & M College Course 


A dinner meeting sponsored at 
Texas A and M College by the Edu- 
cational Committee of the Lumber- 
men’s Assn. of Texas on October 20 
lined up 22 more business adminis- 
tration freshmen for the course in 
building products marketing, re- 
ported LAT’s executive vice-presi- 
dent, Gene Ebersole. 

Committeemen Harvy L. Richards, 
Marion Pugh, I. (Wrecker) Olshan, 
and Ebersole answered the questions 
of some 30 freshmen at the meeting 
with the Building Products Market- 
ing School Club. They wanted to 
know about wages, summer jobs, 
jobs for men due to serve in the 
Army, jobs for married men, insur- 
ance, and opportunity in the industry. 

Then, Dealer Olshan asked the 
freshmen: 

“How many of you like the sound 
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of this and want to transfer to this 
school?” 

Twenty-two hands shot up and 
college officials present told them 
how they could transfer. With 19 
freshmen already registered in the 
BPM course, this made 41 freshmen 
enrolled among a total of 75 in the 
school. 

In his lumber yard adjoining the 
Texas A and M campus, Dealer Pugh 
employs three or four students part- 
time during the school year and 
through the summer. He is the in- 
dustry sponsor for the school in his 
alma mater, where he was a quarter- 
back on the 1938-40 Aggies’ cham- 
pionship football teams. 


DATES FOR 1954 
CONVENTIONS 


KENTUCKY Retail Lumber Dealers 
Assn.—January 11-13. Brown Hotel, 
Louisville. Exhibits. 


SOUTHWESTERN Lumbermen’s 
Assn. — January 27-29. Municipal 
Auditorium, Kansas City, Mo. Ex- 
hibits. 

MIDDLE ATLANTIC Lumbermen’s 
Assn. — February 3-5. Chalfonte- 
Haddon Hall, Atlantic City, N. J. 
Exhibits. 


VIRGINIA Building Material Assn. 
—February 17-19. Chamberlain Hotel, 
Old Point Comfort. 


WEST VIRGINIA Lumber and Build- 
ers Supply Dealers Assn. — March 
12-13. Daniel Boone Hotel, Charles- 
ton. Exhibits. 


CAROLINA Lumber and Building 
Supply Assn.—March 16-18. Munici- 
pal Auditorium, Asheville, N. C. Ex- 
hibits. 

LOUISIANA Building Material Deal- 
ers Assn.—March 17-18. Jung Hotel, 
New Orleans. Exhibits. 


TENNESSEE Building Material Assn. 
— March 25-27. Municipal Audito- 
rium, Memphis. 
MISSISSIPPI Retail Lumber Dealers 
Assn.—April 5-6. Buena Vista Hotel, 
Biloxi. Exhibits. 


FLORIDA Lumber and Millwork 
Assn.—April 8-10. George Washing- 
ton Hotel, Jacksonville. 

TEXAS Lumbermen’s Assn.—April 
11-13. Will Rogers Coliseum, Fort 
Worth. Exhibits. 


GEORGIA Building Material Mer- 
chants—April 19-21. General Ogle- 
thorpe Hotel, Savannah. 


KANSAS Lumbermen’s Assn.—April 
21-22. Lamer Hotel, Salina. 


Why Buyer Pays More 
to Pay Off Virginians 


“Why does the buyer pay more?” 

For the four best reasons answer- 
ing this question, members of the 
Virginia Building Material Assn. 
will receive cash prizes of $100, $50, 
$30, and $20. Sponsored by the as- 
sociation, the competition will run 
up to the association convention at 
Old Point Comfort on February 17, 
when prize-winners will be announ- 
ced. 

Entry blanks may be obtained from 
the association office. Members are 
urged to use them to “record one or 
more of the most outstanding ex- 
periences you recall on sales at high- 
er prices. Be sure to include your 
punch line: “What you said to get 
the order” at a higher price than the 
competitor’s. 

Judges for selection of the four 
cash prize-winners will be six edi- 
tors of building industry magazines, 
including three regionals and three 
nationals. 


28 Georgians Studying 
“Step Up Sales Plan” 


Come December 18, some 28 em- 
ployees of dealerships in the Atlanta 
area will complete a nine-week train- 
ing course in the “Fundamentals of 
Creative Selling and Merchandising” 
at the Atlanta Division of the Uni- 
versity of Georgia. 

The course is being sponsored by 
the Building Material Merchants of 
Georgia, with Frank Rowell as the 
sales training coordinator. It is based 
on the “Step Up Sales Plan” films 
and material furnished by the Na- 
tional Retail Lumber Dealers Assn. 

The practical use and application 
of building materials is being cover- 
ed at some of the sessions by ex- 
perienced factory representatives. 

Similar courses are being con- 
sidered for members of the Georgia 
dealer association centered around 
other major Georgia cities. 


Enroll Employees for 
30-Day Course at UKC 


According to Allan Flint, manager 
of the Southwestern Lumbermen’s 
Assn., applications for enrollment in 
the seventh annual 30-day building 
material training course at the Uni- 
versity of Kansas City should be 
rushed to assure acceptance. The 
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course will be held from February 1 
through March 5. 

The class is limited to 35 persons. 
Employees of SWLA member yards 
are given preference. 

The training course in 153 class 
hours will cover 45 subjects which 
are considered essential to funda- 
mental training of sales personnel 
for a retail lumber yard. 


Over 800 Attend Three 
Missouri Dealer Meets 


Over 800 persons attended meet- 
ings of the Ozark Lumbermen’s Assn., 
the Central Missouri Assn. of Retail 
Lumber Dealers, and the Mo-Kan 
Lumbermen’s Assn. recently. 

At its 93rd annual meeting in 
Springfield, Mo., November 5, Lee 
Scott, of Rogers, Ark., was elected 
president of the Ozark Lumbermen’s 
Assn. He succeeded J. M. Guthrie, of 
Monett, Mo. Other new officers are 
Bill Shockley, vice-president and 
Jack C. Carter, secretary-treasurer, 
both of Springfield. 

With some 250 persons present, 
Fred S. Stephenson spoke on “Com- 
petition Has Set In—Can the Patient 
Survive?” He is president of the 
Southwestern Lumbermen’s_ Assn. 
and an active dealer in Chickasha, 
Okla. The Ozark organization in- 
cludes dealers in Missouri, Kansas, 
Oklahoma, and Arkansas. 

The head of the Springfield Credit 
Bureau, James R. Craig, discussed 
credit and collection methods. The 
lumbermen were told how to “Relax 
and Succeed” by Ernie Mehl, the 
sports editor of the Kansas City Star, 
at the closing banquet. 

An oak flooring sales clinic was 
the main feature of the annual meet- 
ing of the Central Missouri organi- 
zation in Sedalia on October 29. It 
was staged by officials of the National 
Oak Flooring Manufacturers Assn. 

More than 300 persons at the ban- 
quet heard Jefferson City’s Leon M. 
Hill tell why “Beaten Paths Are for 
Beaten Men.” Lee H. Tucker, of Har- 
risonville, was chosen as new presi- 
dent of the association. 

Arthur T. Brink was principal 
speaker at the semi-annual gather- 
ing of the Mo-Kan association in St. 
Joseph. He discussed “Grading Rule 
Changes in the Making.” President 
W. B. Morrow, of Lawson, emceed 
the sessions attended by some 300 
persons. 


Entertains Orphanage 


The El Paso County Lumbermen’s 
Assn. recently took children of the 
St. Margaret Orphanage and the 
Southwestern Children’s Home to a 
Ringling Brothers circus. 

This El] Paso, Tex., group of deal- 
ers also furnishes rides and spending 
money for the children each year. 


Henderson Made Chairman 
for Texas Convention 


W. B. Henderson has been selected 
by his fellow Fort Worth, Tex., deal- 
ers as general chairman of the 68th 
annual convention of the Lumber- 
men’s Assn. of Texas. 

Henderson, a recent past associ- 
ation president, is president and 
general manager of the Chickasaw 
Lumber Co. 

Mrs. E. Brinton Ingram, wife of 
the president of the Bucy-Ingram 
Co., was selected as chairwoman of 
the ladies activities. 

The convention sessions and ex- 
hibits will be in the Will Rogers 
Coliseum. Headquarters will be main- 
tained in the Western Hills Hotel 
and the Texas Hotel. Both of these 
hotels are filled, but reservations 
still can be made at nearby hotels. 

Increased attendance over last 
year’s 4,300 is virtually assured, ac- 
cording to Executive Vice-President 
Gene Ebersole. A record number of 
exhibits also is anticipated. 


Arkansans Treat Ladies 


The annual ladies’ night banquet 
of the Northeast Arkansas Lumber- 
men’s Assn. was attended by 110 
persons at the Noble Hotel in Jones- 
boro. Lepanto’s E. G. Hazelwood, 
head of the group, presided. 

Brief talks were made by E. De- 
Matt Henderson, secretary of the 
Arkansas Assn. of Retail Lumber 
Dealers, and by W. B. Ruxlow, assist- 
ant secretary-manager of the South- 
western Lumbermen’s Assn. Sup- 
pliers provided a diverting floor show. 


Named to Advisory Group 


M. R. Walker, of the H. M. Walker 
Lumber Co., Battleboro, N. C., has 
been appointed to the state Forest 
Industries Committee. 

The purpose of this 24-man group 
is to encourage tree growing and im- 
prove lumber protection throughout 
the state. The committee includes 
representatives of all types of wood- 
dependent industries and serves as 
an advisory group to the American 
Forest Products Industries. 


Merchants Offer “Specials” 


To help keep local customers at 
home to shop instead of going to a 
larger city, merchants of Claude, 
Tex., recently formed the Merchants 
Advertising Council. Among these 
merchants are the Mitchell-Goodwin 
Lumber Co. and Cavins Lumber Co. 

These merchants endeavor to pro- 
vide certified merchandise and 
“specials” to make shopping in the 
home town more attractive. 
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Three Crossett Firms 
Merged Into One Co. 


To simplify capital structure and 
streamline administrative action, 
three Arkansas companies owned by 
the same stockholders were merged 
into one on December 1, President 
P. F. Watzek announced. 

The three companies — Crossett 
Lumber Co., Crossett Timber and 
Development Co., and the Crossett 
Chemical Co., have been merged in- 
to merely the Crossett Company. 

They now will be known as these 
separate divisions of the Crossett Co.: 
Crossett Paper Mills, Crossett Lum- 
ber Co., and Crossett Chemical Co. 
Headquarters for all are in Crossett, 
Ark. 

The Crossett Lumber Co. produces 
about 50 million board feet of lum- 
ber each year. 

The Crossett Paper Mills division 
recently announced plans to erect a 
multi-million-dollar paper mill to 
utilize pine and hardwoods in the 
manufacture of food boards. This is 
in addition to the 420-ton daily pro- 
duction of Kraft Leatherneck paper. 


Loxcreen Expands 


The Loxcreen Co., manufacturer 
of patented tension screens, has 
moved into a larger plant in Colum- 
bia, S. C. Its production facilities 
have been quadrupled to meet grow- 
ing demand. 

Loxcreen officials credit aggressive 
dealers who cater to both home- 
builders and Do-It-Yourself custo- 
mers for the fast growth of Loxcreen 
sales volume. 

The entire screen is fabricated in 
the new plant. Bars are rolled from 
aluminum coils and cut to lengths. 
Wire is sheared from huge rolls, car- 
ried in a variety of widths to pro- 
duce screens of both standard and 
special sizes. Each screen is indi- 
vidually wrapped, completed with 
hardware and installation sheet. 


Agent for Four Firms 


Gerald L. Roberts, 3800 Ong Street, 
Amarillo, Tex., is now the manu- 
facturers’ representative for four 
firms in four states and St. Louis, 
Mo., after serving them on an associ- 
ate basis for three years. 

The firms are the Kennatrack 
Corp., the Hawkins Iron Co., Inc., 
the Arrowsmith Tool and Die Works, 
and the Hyer Hardware Manufac- 
turing Co. 

Roberts travels the states of Mis- 
sissippi, Tennessee, Kentucky, and 
Alabama for these manufacturers. 
He hopes to add other lines made for 
trade hardware jobbers, contract 
hardware jobbers, and sash and door 
jobbers. 


WINDOW CORP. HAS NEW QUARTERS AND NAME 


This modern new plant recently was completed for the Denison Corp., 

makers of glass-louvered windows and doors, in North Miami, Fla. The 

corporation recently changed its name to Denison from the Weather-master 

Jalousie and Window Manufacturing Co. Denison products now are dis- 

tributed in 75 per cent of the nation and in several foreign countries. 

President E. L. Denison said that his firm now is placing greater emphasis 
on its engineering advances. 


NEWS about MANUFACTURERS 


INDIANAPOLIS, IND.: Ray F. El- 
lis is new director of sales, and 
Burleigh L. Owens is director of 
marketing of the Atkins Saw Di- 
vision of the Borg-Warner Corp 
Both are long-time members of the 
Atkins sales organization and for- 
merly were assistants to the vice 
president of sales. 

NEW YORK, N. Y.: The Lamson 
Corp. of Delaware, manufacturers of 
pneumatic tubes, conveyor belts, and 
other material handling equipmer 
has acquired the fork-lift truck busi- 
ness of the Mobilift Corp. Lamson 
will retain Mobilift’s national dealer 
and sales organization, and will ex- 
pand the present line of trucks, 
President Carl Dietz announced 


ATLANTA, GA.: Bruce D. Henry, 
who has served as distributor repre- 
sentative for two years, is now also 
industrial representative for the 
Libbey-Owens-Ford Glass Co. in t 
area. William R. Butler, formerly of 
Toledo, Ohio, has been assigned to 
the Atlanta office as a distributor 
representative. 


STAUNTON, VA.: The Westing- 
house Electric Corp. broke ground 
November 4 for a new air-condition 
ing plant here. This plant will 
crease capacity for producing pack- 
aged air-conditioners five-fold 

ROCKMART, GA.: R. D. Marable, 
head chemist at the Southern States 


Portland Cement Co., is new pr‘ 
dent of the Kiwanis Club. 


CANTON, MISS.: G. 
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president of King Lumber Industries, 
recently announced his firm’s pur- 
chase of the Louisiana Central Lum- 
ber Company’s flooring plant in 
Monroe. Sales will be handled by 
George T. Stapleton, from the Can- 
ton office. 


ALEXANDRIA, LA.: The Roy O. 
Martin Lumber Co. has bought 17,000 
acres of cutover pine lands from the 
former Vernon Parish Lumber Co., 
involving some $400,000. It is one of 
the largest timberland transactions 
completed in this area in many years. 


BIRMINGHAM, ALA.: T. F. Gos- 
sett Associates has been appointed 
representative in this area for Alu- 
minum Industries, Inc., and its line 
of Permite aluminum paints and 
varnishes. R. B. McQueen, who is in 
charge of the Atlanta, Ga., office for 
the Gossett firm, will represent 
Permite in the Eastern part of the 
territory. 

OKLAHOMA CITY, OKLA.: The 
Symons Clamp and Manufacturing 
Co. has expanded the territory cov- 
ered by Vernon L. Mock, with head- 
quarters here. He now covers Louisi- 
ana as well as Texas, Arkansas, and 
Oklahoma. 


WEST MEMPHIS, ARK.: The 
Dacus Lumber Co. is launching a 
$150,000 expansion and improvement 
program, which will also replace its 
planing mill recently destroyed by 
fire. “Many small mills now move 
lumber direct to Memphis firms, but 
we believe they will prefer to short- 
en their hauls and sell in West 
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Memphis once we provide facilities,” 
Dacus explained. 


ATLANTA, GA.: Gordon E. Brooks 
has been named Atlanta sales rep- 
resentative of the Atlantic Steel Co.., 
which he joined in 1933. 


PORTLAND, ORE.: James G. 
Manning was recently named assist- 
ant traffic manager of the West 
Coast Lumbermen’s Assn. He suc- 
ceeded Emil Hanson, who retired 
June 30 after 31 years with the as- 
sociation traffic department. 


CHATTANOOGA, TENN.: Dr. P. W. 
Bakarian, expert on light metals, has 
been named plant manager of 
Cramet, Inc. This wholly-owned sub- 
sidiary of the Crane Co. is expected 
to start production late in 1954 of 
titanium sponge and ingots. 


ATLANTA, GA.: Robert S. Lynch, 
president of the Atlantic Steel Co., 
has been honored by selection for 
the Advisory Council for Science 
and Engineering at the University 
of Notre Dame. He was the first man 
from the Southeast named to this 
council and attended a meeting at 
the university October 30. 


NACOGDOCHES, TEX.: The 
General Oak Flooring Co. has re- 
sumed operations following a dis- 
astrous fire that practically destroyed 
the plant. Nothing was left but the 
office and kilns. The new warehouse 
can now hold 1,500,000 feet of floor- 
ing, according to Manager Willard 
Sutton. 


BIRMINGHAM, ALA.: William 
Nailen, who represents the Symons 
Clamp and Manufacturing Co. in 
Alabama, Georgia, Tennessee, and 
the Carolinas, has added Mississippi 
to his territory. 


RICHMOND, VA.: Alsco, Ine., a 
producer of aluminum storm win- 
dows and doors, has a new plant 
here. Marshall Taxay is president of 
the firm. 


NEW ORLEANS, LA.: H. Hollis 
Crosby, president of the Crosby Lum- 
ber and Manufacturing Co., of Cros- 
by, Miss., has been elected a director 
of the Whitney National Bank of 
New Orleans. He_ succeeded his 
brother, R. H. Crosby, of Crosby 
Chemicals, Inc. 


ROANOKE, VA.: The Winsulite 
Co., distributors of Winsulite storm 
windows and doors, has appointed 
Kone Brugh as district representa- 
tive. 

DARLINGTON, S. ©.: The Augusta 
Brick and Tile Co. has sold its brick 
yard to the Cheraw Brick Co. The 
equipment was moved to Cheraw. 


CONCORD, N. C.: The Cabarrus- 
Rowan Brickcrete Co., has been in- 
corporated to make all kinds of ce- 
ment products. 


BELLAMY, ALA.: Earl Wiegand, 
formerly with the Georgia Forestry 
Commission, has joined the forestry 
staff of the Allison Lumber Co. to 
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expand its Tree Farm program. To 
help publicize the Tree Farm move- 
ment, the company has painted a tree 
and “Tree Farm Dept.” under the 
company name on its truck. 


BIRMINGHAM, ALA.: New sales 
representative in east Alabama for 
the Celotex Corp. is Herlin H. Hul- 
sey. According to New Orleans Dis- 
trict Manager Carleton H. Maier, 
Hulsey replaced Robert L. Coleman. 
Serving west Alabama from Birming- 
ham is P. J. Nevins. 


WHELAN SPRINGS, ARK.: More 
than $100,000 damage was done by 
fire to the Superior Flooring Co. 
plant here November 6. The mill had 
been temporarily closed since Octo- 
ber 28, but President J. B. McKinney 
denied that the electric power was 
off and that the $60,000 sprinkler 
system was not working when the 
fire broke out. 


LOUISVILLE, KY.: General Elec- 
tric has established a kitchen cabinet 
section in its electric sink and cabi- 
net department at Appliance Park 
here. Clayton P. Fisher Jr. is man- 
ager of the cabinet section. He joined 
G-E as a public relationist in 1936 
and recently was purchasing agent 
for the major appliance division. 


Swing to Staining of 
Shakes, Siding Noted 


A survey just completed by the 
Olympic Stained Products Co., of 
Seattle, shows a “nation-wide swing 
toward stain on exterior redwood 
and cedar,” Philip W. Bailey, presi- 
dent, reports. 

“Two major factors have caused 
the great increase in the use of 
stain. First, the trend to ranch house 
design calls for exteriors in rough 
siding, boards and battens, or groov- 
ed shakes. These materials require 
stain to obtain the soft tones desired 
by home-owners and architects on 
ranch house styles. 

“Also, it has been found that stains 
on cedar and redwood not only give 
more desirable effects but cracking, 
peeling, or blistering is eliminated, 
due to the fact that stains do not 
film the wood with a heavy coating.” 

Bailey said the survey showed that 
in many new subdivisions, particu- 
larly where more expensive homes 
were built, 80 per cent of the ex- 
terior woods were being stained. 
“Many dealers, as a result, are now 
selling more stain than their total 
sales of exterior paints.” 


NEW INSULITE LINE-UP IN THE SOUTH 


WALTERS 


NOW PROMOTING and selling the 
entire Insulite line of structural and 
decorative insulating board, roof in- 
sulation, insulating wool, and hard- 
board in the Southern states are the 
five men pictured above. Their ap- 
pointments were announced jointly 
by F. J. Fitzgerald and K. G. Mac- 
Intosh, assistant sales managers for 
the Insulite Division of the Minne- 
sota and Ontario Paper Co. 

From Atlanta, Ga., headquarters, 
Ben W. Walters will represent Insu- 
lite in north Georgia and southeast 
Tennessee. He spent the past seven 
years serving as manager of a retail 
lumber yard. 

Murphy Bennett Jr., after nine 
years in the construction and build- 
ing material businesses, is the new 
Insulite sales representative along 
the Gulf Coast—from New Orleans 


BENNETT CHRISTIAN 


BLEUEL WHITE 


to Pensacola. He will also serve cen- 
tral Mississippi from his New Or- 
leans home base. 

With headquarters in Memphis, 
Charles S. Christian is now pushing 
Insulite products in west Tennessee 
and north Mississippi. He recently 
completed 18 years in the building 
supply field, as a retail yard man- 
ager in Helena, Ark. 

Out of Louisville, Ky., Paul E. 
Bleuel represents Insulite in east and 
central Kentucky and southeast In- 
diana. He has been active in build- 
ing material merchandising since 
1946. 

William B. White was transferred 
from the Gulf Coast territory to 
Savannah, Ga. From there he will 
call on and serve Insulite customers 
in south Georgia and eastern South 
Carolina. 
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HONORS FOR NU-WOOD PROMOTION 


These Nu-Wood dealer sales promotional helps were awarded first prize in 
the consumer division, building materials classification, in the 1953 contest 
of the Direct Mail Advertisers Assn. K. C. Lindley, advertising manager of 
the Wood Conversion Co., examines the first prize banner on his display. 


Now Factory Agent 


The man who served as a salesman 
for 20 years for the Masonite, Celo- 
tex, and Barclay companies has 
opened his own business in Louis- 
ville, Ky., the Walter T. Brown Co. 


Brown hopes to add three salesmen 
soon. 

He is serving these companies as 
manufacturers’ representative in 
Kentucky, Tennessee, southern Indi- 
ana, and southern Ohio: New Haven 
Copper Co., Phoenix Building Prod- 


ucts Co., Hunter Manufacturing Co., 
PresTile Manufacturing Co., May- 
wood, Inc., Langille Metal Mould- 
ings, Inc., and the Commander Door 
Co. 

A native of Harrodsburg and a 
graduate of the University of Louis- 
ville, he is a member of Hoo-Hoo 
and an amateur photographer. 


From Chicago to Laurel 


The Masonite Corp. recently an- 
nounced plans to transfer its Order 
Processing and Scheduling depart- 
ment from Chicago to Laurel, Miss. 

In conjunction with this move, the 
corporation also will enlarge its 
Laurel traffic department. The move 
will improve order service for Ma- 
sonite customers in the Southeast. 


Watchman Murdered 


William J. Schaefer, 74-year-old 
night watchman for the Mittong and 
Spruell Co., St. Louis, Mo., lumber 
firm, was shot recently while on 
duty. Police believed he was killed 
when he failed to obey the command 
of a hold-up man. 

Before dying at a local hospital, 
Schaefer described his assailant. The 
company offered $1,000 reward. 





METAL TRIMS, INC. 


BOX 1072, YOUNGSTOWN 1, OHIO 
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MORE HORSE-SENSE 


(Continued from page 21) 


building from the outside. But the brick exterior... 
is only a hollow shell. It conceals what is nothing 
more than a wooden frame structure with walls of 
varnished and painted plywood. In short, it is of the 
cheapest, flimsiest and most inflammable construc- 
tion. Although it is the sort of building which is 
easiest on the taxpayer’s pocketbook, it is hardly one 
of which the state’s wealthiest school district could 
be proud. 

“The interior of the auditorium was completely 
charred, particularly the varnished plywood walls 
and wood roof.” 


IF THERE EVER WAS A JOB cut out for the 
Houston Hoo-Hoo Club, it is to find the facts and see 
that lumber and wood products get fairer consider- 
ation than this reportorial condemnation of them. The 
Cats should combine resources with the local and 
state lumber dealer and manufacturing agencies to 
present publicly the case for lumber under these 
circumstances. 

They could cite proof that steel and other “‘fire- 
proof” and durable materials are subject to costly 
devastation from fire. A vivid account of the all-time 
evidence of this is found in the November issue of 
Fortune magazine, headed “The Great Livonia Fire.” 

The editor’s summary of this August 12 catastrophe 
in Michigan reads: “General Motors’ $35-million 
transmission factory, made of brick, steel, and glass, 
was the factory that couldn’t burn. After the burning, 
industrialists everywhere were asking anxious ques- 
tions of their staffs. How well protected were key 
plants in their production systems—and what did 
protection mean if a thing like this could happen to 
the country’s No. 1 manufacturer in one of its newest 
and most modern factories?” 


“IT’S AMERICAN to do it yourself!” Under this 
slogan, the American magazine has instituted a series 
of monthly “articles dealing with the simple, down- 
to-earth principles and practices of the ‘How to Do 
It’ craze now sweeping America.” 

The introductory article in this series, which should 
create a lot of customers and stimulate more sales for 
lumber dealers across the land, was written by the 
chairman of the Public Relations Committee of the 
National Retail Lumber Dealers Assn. Phil Creden, 
public relations officer of the Edward Hines Lumber 
Co., Chicago, and a Do-It-Yourself authority, ex- 
plains why “America Rediscovers Its Hands” in the 
December issue. 

Aggressive dealers will not only want their key 
salespeople to read these and similar articles; they 
may find it productive to paste up and display copies 
in their stores—or to get reprints for mail distribution. 


—DONALD L. MOORE 
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RED CEDAR SHAKES 


(From page 26) 


shakes in random thicknesses and 
the hand-hewn horizontal lap sid- 
ings. These suit the current popu- 
larity for the rustic and Early 
American appearance. Hand-hewn 
cedar sidings cost about the same, 
applied, as brick. This siding also 
makes an unusual trim for home 
fronts. 

One of the best ways to promote 
a siding product is through “open 
house” at a model home. The retail 
dealer can either arrange to build 
such a home, for later sale, or ar- 
range with a builder or home- 
owner to show the home for a few 
days, possibly offering a discount 
on the siding product. 

The dealer’s representative 
should be at the home to call at- 
tention to the siding, and to offer 
take-home literature about shakes 
and other red cedar sidings and 
their superior advantages. News- 
paper advertisements and radio 
commercials should play up the 
event in advance. 

Once interest has been started in 
a community, by means of such an 


event, inquiries start coming in di- 
rectly to the dealer. Any dealer 
who offers “one stop” building 
service, with a home-design de- 
partment, can steer a customer’s 
interest toward this siding. 

Manufacturers of red cedar sid- 
ings provide excellent promotional 
material. One sends promotional 
material to any builder, architect, 
or homebuilding prospect whose 
name is mailed in by the retail 
dealer. The dealer can send in a 
photograph of the prospect’s home, 
and the manufacturer will send 
back an architect’s rendering of 
the home, remodeled with cedar 
shakes. 

Free display material is provided 
by some manufacturers to any 
dealer stocking as much as $500 
worth of siding. 

One manufacturer’s representa- 
tive tripled cedar shake sales in a 
Western area by inviting the deal- 
er’s architect, builder, and contrac- 
tor customers to a barbecue, where 
he gave a demonstration of appli- 
cation methods and a talk on the 
product’s advantages. 

Actually, shakes favor the Do- 
It-Yourself market. A short demon- 
stration by a trained salesman 
should enable most home-owners 
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to apply shakes over their old sid- 
ing themselves. 

In the South, maximum time re- 
quired for a jobber to supply a 
dealer’s order is about two days. 
This means that even a small deal- 
er, who does not feel that he can 
put in a stock of cedar shakes in 
the many shades and sizes avail- 
able, can safely promote the prod- 
uct in a big way. 

A list of red cedar shake manu- 
facturers, their products and serv- 
ices, is available to dealers from 
the Red Cedar Shingle Bureau, 
5510 White Building, Seattle 1, 
Wash. The bureau also furnishes 
dealers a list of persons who re- 
spond to consumer advertising, 
offering follow-up opportunities for 
the dealer. 

Red cedar siding literature is 
offered by the West Coast Lumber- 
men’s Assn., 1410 S. W. Morrison 
Street, Portland 5, Ore. 


FULLY INSURED 


(From page 25) 


you have a $4,000 loss, the insur- 
ance company will pay only 8,000/ 
16,000—or % of your loss. 

The theory is that since you in- 
sured with the company for only 
one-half of the full coverage, you 
are a self-insurer for the other half. 

The widespread use of the co- 
insurance clause is of benefit to you 
as well as to the insurance com- 
pany. Since it impels you and 
others to take out almost full 
coverage insurance, the insurance 
pool is increased and the insurance 
company is able to give you a 
cheaper premium rate than if it 
had to accept small policies based 
on a part value of the insured 
property. 

In some states, indeed, the co- 
insurance clause will not be en- 
forced unless the insurance com- 
pany offered you, at the time you 
took out your policy, a choice of a 
cheaper rate for the co-insurance 
policy than for the ordinary fire in- 
surance policy. 

But theve’s a danger for you in- 
volved in the co-insurance clause. 
It’s the risk of becoming a co-in- 
surer. That will depend on the 
amount of insurance you take out 
as against the actual cash value of 
the insured goods at the time of 
your loss. 

If your agent has not recently 
re-appraised the value of your 
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property and inventory, it may pay 
you to have this done because of 
the inflated values and investments 
in both property and inventory. 

For example, suppose you begin 
business with a stock of goods and 
fixtures valued at $20,000. Bearing 
in mind the 80-per-cent co-insur- 
ance clause (or 75 or 90 per cent— 
whatever rate prevails in your 
home state), you take out fire in- 
surance for $16,000 and feel secure 
that you will collect in full any loss 
up to $16,000. 

Then, three years go by. Your 
stock has been turned over several 
times but, because of a general rise 
in prices, the cash value of your 
stock has gone up to $30,000! You 
have a fire loss of $3,000. The in- 
surance company will ask you for 
an appraisal of your stock and will 
then inform you that you are 
under-insured because 80 per cent 
of $30,000 is $24,000, whereas your 
insurance has remained at $16,000. 
You will be able to collect only 
16/24ths or 2/3rds of your $3,000 
fire loss. 

Similarly, if you had $20,000 
worth of materials at the time you 
took out your fire insurance policy 
and subsequently added $10,000 
more of stock or fixtures, you 
would become a co-insurer unless 
you took out additional fire insur- 
ance. 

You must, therefore, constantly 
watch the market value of the 
property you have insured and be 
sure that you always have enough 
insurance to equal at least 80 per 
cent of the current value of your 
property. If the market should go 
down, on the other hand, and your 
goods and fixtures become worth 
considerably less than insured for, 
it would be safe for you to cancel 
a part of your insurance and get a 
refund of the unearned premium. 
But be sure to retain enough in- 
surance to equal 80 per cent of the 
then-cash value of your insured 
property. 

Most states permit insurance 
companies to insert an 80-per-cent 
co-insurance rider. In some states 
the co-insurance clause may pro- 
vide for 90 per cent coverage, 
which means that your coverage 
must equal 90 per cent of the cash 
value of your property at the time 
of loss to keep you from being a 
co-insurer. 

Where a property is protected by 
automatic sprinklers, fire insurance 
companies generally require co-in- 
surance coverage of 90 per cent. 

Some of the most modern poli- 
cies provide that fire losses under 
a small stated amount, such as 


$2,500, will be paid in full regard- 
less of the co-insurance clause. 

Some states do not permit insur- 
ance companies to insert co-insur- 
ance clauses of any kind in their 
policies. 

However, if you have your busi- 
ness in such a state and you take 
out a policy in a company whose 
principal office is located in an- 
other state where co-insurance 
clauses are legal, you may find that 
your rights will be governed by the 
law of the state where the insur- 
ance company is located. So it pays 
to know what your protection is 


Join Porcelain Group 


Manufacturers supplying the por- 
celain enamel industry with color 
oxides met in Cleveland, Ohio, re- 
cently to form a division of the Por- 
celain Enamel Institute. It will be 
known officially as the Color Manu- 
facturers Division. 

The new division will work closely 
with the institute’s architectural and 
sign division and with other com- 
mittees on matters of color standard- 
ization, color matching, tolerances, 
and specifications. 

W. F. Wenning, of the Ceramic 
Color and Chemical Co., was elected 
chairman. 
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Order from 
your jobber, 
or write 

us for his 
address. 


NATIONAL WOODWORKS 
Box 5416 Birmingham 7, Ala. 


+ Add speed and convenience on every job 


labor costs from door-fitting 


x Multiply sales volume to builders 
— Divide size of inventory carried 


” Any way you figure it, it’s 


National 


Door Unis 


This is a National Ready-Hung Door Unit 
just as it arrives on the job—ready to be 
slipped into the rough wall opening. The 
Unit permits even a semi-skilled carpenter 
to put up a handsome, finished job of in- 
terior door fitting in 20 minutes or less. 
Takes no mathematical genius to figure that 
THAT means SAVINGS for builders (time, 
trouble and money) - 
dealers. 


hence SALES for 


NATIONAL 


WOODWORKS 
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for any outdoor use - 
be cure its always 


EXTERIOR 


FIR PLYWOOD 


When you sell fir plywood for any use 
exposed to weather, water, or unusual 
moisture conditions — siding, soffits, 
boats, shower-stall backing, etc. —BE 
SURE IT’S EXTERIOR-TYPE, 
made with 100% waterproof glue. To 
help you sell the right plywood for the 
right job, send for free booklet ‘"The 
Inside Story of Exterior Plywood’’. 
Dept. DE, Douglas Fir Plywood 
Association, Tacoma 2, Washington. 
Interior-type fir plywood, of course, 


is for all indoor and construction 
jobs — sheathing, paneling, built-ins. 


BE SURE! INSIST ON 
DFPA-INSPECTED 


SUBURBAN BRANCH 


(From page 27) 


A “want book” keeps up with 
the customers’ needs. If an item not 
in stock is asked for the second 
time, it is ordered. 

“We wanted a complete building 
supply store that would make 
people think about us the next 
time they need something. We 
wanted to stop the passer-by, to 
make him come into the store to 
get acquainted with all our serv- 
ices. Our plan-book service, for 
instance,” he added, pointing to 
the shelves filled with about 30 
modern plan books for houses and 
farm structures. 

“We don’t make the customer 
buy plan books. We lend the books, 
asking the borrower to sign for 
what he takes. When the customer 
signs, he brings the book back.” 

The plan-book borrower is al- 
ways told about the architectural 
service offered. The full-time archi- 
tect, who serves the branch store 
as well as the main store and 
manufacturing plant, draws the 
plan. If the customer buys building 
supplies here, the plan service is 
free. If he does not buy, a moderate 
charge is made for the plan. 

“Some of the drop-in customers 


who came here first for a hardware 
item or a little lumber for repairs 
are now building new homes, with 
all material furnished by our 
yards,” Peek declared. 

“Our increased sales volume has 
proved the value of expanding our 
retail operations in a modern way 
—with good display and services 
that bring ’em in,” he added. 
“There is a lot of overlooked trade 
at the edge of town. A modern 
branch store, that makes shopping 
easy, was the answer to our prob- 
lem. Display and variety does the 
trick for us.” 


DIVISION HOMES 


(From page 29) 


tle more than day-rate laborers. 

“This will be a _ conservative 
operation,” said Sheeler. ‘““We will 
never have more than two houses 
on inventory at any one time. And, 
furthermore, these will be under 
construction for someone.” 

The man planning to buy a home 
in Milam Heights—the name of the 
subdivision — can have a house 
erected to suit him. Mutual will 
provide the plans. 

“The homes,” said Sheeler, “‘will 
range from $7,500 to $12,000. We 
will deliver a turnkey job. We will 


SIMPLE WAY TO SAVE TIME AND WORK 


A simple way to reduce labor and save time in unloading gypsum board or 

similar large, heavy panels from the side of a flat-bed delivery truck is 

illustrated above. The rear wheel, opposite the side being unloaded, is run 

upon a 4x8-inch block lying flat on the ground. This tilts the material and 

reduces the dead weight, thereby making it much easier to pull it off the 

truck. Idea and picture from the Frazer Edmonds Co., Abilene, Tex., build- 
ing material jobbers. 


This registered EXT-DFPA trademark 
is your positive identification of fir 
plywood with 100% waterproof 
glue. Stock it for all outside jobs. 


Cell Right-and Sell More ! 


... and remember, you can't sell it if you don’t stock it 
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not know the exact price until a 
job is completed. The five already 
sold have averaged $11,000 each. 

Mutual does give the prospect a 
quoted price. “But it is under- 
stood,” Sheeler explained, “‘that if 
the completed job goes over the 
quoted price, the prospective own- 
er does not have to accept it. It is 
our aim to deliver homes at a 
figure under the price quoted.” 

These homes can be financed 
through FHA, but the buyer can 
pay cash or arrange his own 
financing. 

When it comes to supervision, 
Mutual relies on its local yard 
manager. 

“I know who I am hiring,” said 
Joe Adamek. “We supply all the 
materials through the yard. I hire 
men I know I can depend on. When 
the homes are complete they will 
be well made and delivered at an 
equitable price. There will be no 
danger of the units being thrown 
together by itinerant workmen, 
nor will there be a chance that in- 
ferior materials have been used.” 

Joe Adamek takes this extra 
work in stride. To attend to this he 
is not forced to neglect his regular 
duties. The work goes along just 
as though Adamek were having a 
new home built for himself. 


BOMB SHELTERS 


(From page 28) 


blasts-——blast, flash, and radiation. 
It can be made to accommodate as 
many people as necessary. 

Space under built-in bunks is 
used for storage of medical sup- 
plies, water, food, flash lights, and 
similar supplies. 

The 6-inch concrete floor drains 
to a sump under the stairs, which 
is bailed with a bilge pump when 
necessary. This is only a precau- 
tionary measure in case the door 
is left open during a rain-storm, 
for the whole shelter is mopped in 
felt and asphalt like a_ built-up 
roof. 

The design includes air vents 
and an emergency escape hatch. 

In the happy event that another 
war does not come, the Ramsey 
firm points out that when not in 
use for protection such shelters 
make excellent playhouses for 
children and storage facilities. 

Directors of both the National 
Retail Lumber Dealers Association 
and the Florida Lumber and Mill- 
work Association recently adopted 


resolutions approving testing and 
developing further these wood 
bomb shelters. Ramsey is working 
toward having his shelter tested 
during an actual atomic blast at 
Yucca Flat. 


New Orleans Dealers 
Promote Slum Clearance 


Ivan Foley, president of the New 
Orleans Retail Lumber Dealers Assn., 
has served as a consultant to the 
New Orleans Citizens Committee in 
a project to remodel five slum dwell- 


ings. Five homebuilders each spon- 
sored one house. 

Forty truckloads of debris—refuse 
of all kinds—was hauled away at the 
beginning of the project. Although 
water and sewage mains were avail- 
able, no inside sanitary facilities or 
running water were available. The 
homes were completely renovated 
and all facilities provided in time 
for inspection by President Eisen- 
hower. 

The city of New Orleans passed an 
ordinance authorizing an inspection 
staff to visit blighted areas, note the 
facilities and improvements that 
must be made to make homes livable. 
Landlords will be given 90 days in 
which to make improvements. 





Together, as always. . . 


Yesterday . 
effort to bring you better products. . 
than thirty years of expanding and increasing 


Old American. 


Tomorrow .. 


Division 





service to our dealers . 
name which is our most priceless asset — Old 
American. This is our investment in the future. 


is available to 


- +the more than thirty years of unceasing 


. the more 


. have established a 


+ more lines bear the name Old American than 
ever before. Now, a complete line of highest 
quality asphalt and asbestos roofing and siding 
you under one name— 


» together, as always, with our customers... 
the name Old American will continue to advance 
with the times, bearing the reputation for highest 
quality in a complete line of asphalt and asbestos 
building products. 


THE SIGN OF THE COMPLETE LINE 


TWE OLD AMERICAN 


Old American Roofing Mills 


The RUBEROID Co 


7600 Truman Rd., Kansas City, Mo. 
A factory location convenient t© you. 
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TILE CUTTERS 


Tools of quality for quality 
workmanship. Each J.M.J. cutter 
is expertly and exactingly de- 
signed for the types of tile 
designated. 


cuts wood and 
resilient floor tile 

9” x 9" sq. or diag. © 12” x 12” sq. 
MODEL MPT-1 


cuts and 
bevels 
metal 


wall tile 
up to 5” x 5” sq. 
ond diag. 


MODEL FT-1 


PAT. No. 


cuts all 2641845 


resilient floor tile 


9” x 9" sq. and diag. 
12” x 32" se. 


MODEL PT-9] 


cuts 
plastic 
wall 
tile 


including 84%" 


BLADE RESHARPENING SERVICE 
DEALER RENTAL 


Homebuilders’ Show 
to Fill Two Hotels 


The most spectacular display of 
building materials and equipment 
ever assembled and a convention 
program presenting the latest de- 
velopments in homebuilding await 
delegates to the 10th annual exposi- 
tion of the National Assn. of Home 
Builders in Chicago, January 17-21. 
Exhibits will be located at the Con- 
rad Hilton Hotel and also at the 
Sherman Hotel. 

Nearly 300 firms will have exhibits, 
with at least 50 participating in the 
exposition for the first time. Nearly 
500 exhibit spaces will fill all avail- 
able space at the two hotels. Scores 
of new products will be unveiled. 
Products to be shown will range 
from forms for the foundation to the 
raincap on the chimney—and every- 
thing in between. 

Every aspect of homebuilding— 
the technical side, the management 
side and the national policy side— 
will be covered intensively in the 
streamlined convention program, ac- 
cording to Chairman Henry Fett, of 
Royal Oak, Mich. 

How-to-do-it-better presentations, 
technical clinics, up-to-date reports 
on research developments, the mort- 
gage finance situation, and mer- 
chandising methods will come in for 


intensive study, Fett announced. 

Anyone connected with the home- 
building industry is eligible to at- 
tend the five-day parley. Advance 
registrations and hotel reservations 
of NAHB members will be taken by 
their local chapters. Others inter- 
ested should write direct to Con- 
vention Headquarters, National Assn. 
of Home Builders, 111 West Jackson 
Blvd., Chicago 4, III. 

Requests for hotel reservations 
must be accompanied by the advance 
registration fee ($15 for men, $10 
for women). Name, address, busi- 
ness affiliation, and date of arrival 
should be furnished. 


New Hotel for Dallas 


Ground was broken October 7 for 
one of the largest hotels to be built 
anywhere in the world in more than 
25 years, the 1,001-room Dallas Stat- 
ler. It will be in the shape of a “Y”. 

Rising 18 stories in the heart of 
Dallas, the building will make use 
of “flat-slab cantilever” construction. 
Exterior walls appear to be of glass 
and aluminum, although part of what 
appears to be glass will be of metal 
treated with porcelain to give it a 
glass-like texture. 

It will have the largest single ball- 
room in the Southwest, seating 2,000 
persons. There will also be 26 meet- 
ing and display rooms. 


COOKING-SERVING COUNTER IN TEXAS HOME 


This handy island counter is designed for cooking on one side and serving 
on the other in the home of Mr. and Mrs. Forest N. Hall, Dallas, Tex. 
Described as “today’s version of the old-fashioned center kitchen table,” the 
counter contains twin Chambers In-A-Wall gas ovens, arranged to provide 
counter work space between them, storage space beneath, and convenient 
waist-high cooking. Carrying out the Southwest theme, the counter is flanked 
by two rough-hewn ceiling supports and trimmed with pecky cypress wood. 


PROGRAM AVAILABLE 


WRITE FOR LITERATURE AND 
NEAREST DISTRIBUTOR TODAY. 


J.M.J. INDUSTRIES 


Engineers - Manufacturers 


228 CENTREVILLE AVENUE 
BELLEVILLE, ILLINOIS 





DECEMBER, 1953 . . . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





HOO-HOO 
LOG 


P. J. Goodnight, an ole-timer in Hoo- 
Hoo, was honored for his long serv- 
ice to the order recently when his 
fellow Cats elected him president of 
the Dallas club No. 75. Other new 
officers are R. E. Nugent, vice-presi- 
dent; Richard Brown, secretary- 
treasurer; Marvin D. Davis, assistant 
secretary-treasurer, and Directors 
Dan M. Craddock Jr., Van M. Lamm, 
Allen W. Sharp, Arthur F. Crone, 
Norman Hale, Alvies A. Carroll, 
John F. Moore, Ira B. Sadler, and 
Dewaine H. Wheat. . . . Washington, 
D. C., Cats put 13 Kittens through 
the paces at a recent concatenation. 
... Under the able direction of Snark 
John W. Rourk, the Central Florida 
Hoo-Hoo club No. 115 swelled its 
ranks by 14 members following a 
“bang-up” concat at the Pine Hills 
Country Club in Orlando. Dick Wand 
came down from north Florida to 
serve as visiting officer and address 
the Kittens. He presented Max 
Millitzer his certificate of appoint- 
ment as vicegerent snark for Cen- 
tral Florida. .. . The Atlanta club 
got some helpful pointers on improv- 
ing salesmanship from J. G. Max- 
well, author of Birth of a Salesman, 
at the November meeting. Members 
heard a report on their project to 
equip the Atlanta Boys Club with a 
complete woodworking shop and in- 
structor. They hope soon to offer 
these facilities to underprivileged 
Negro boys. Donald L. Moore has 
succeeded Hal Drake as state deputy 
snark for North Georgia. George 
Currie is the Atlanta vicegerent 
snark... . Led by the club president, 
Bill S. Wightman Jr., a thorough de- 
gree team initiated 25 Kittens into 
the Greater Miami chapter Novem- 
ber 10. Chef Bob Martin’s barbecue 
dinner helped revive them after the 
ordeal. .. . Door prizes were offered 
at the first general meeting of the 
new year, November 21, held by 
Amarillo Cats. Wes Izzard was the 
speaker. . . . Ed Bull was installed 
as president of the Corpus Christi 
Hoo-Hoo club during a three-hour 
moonlight ride on the Corpus Christi 
Bay. Other officers include Bob 
Vauter, vice-president; L. R. Woods, 
secretary - treasurer, and Directors 
Mercel Poirrier, Leroy Roberts, Bob 
Josserand, Ed Raasch, Bob Richter, 
and Tommy Howell. ... Tampa Cats 
voted $116 for special equipment for 
the Hillsborough Guidance Center 
project at the November meeting. 
Former Club President Herman S. 
Rosenberg gave a report on the cen- 
ter’s activities and the club’s part in 
them. 





Send SOUTHERN BUILDING SUPPLIES 
copies of your Hoo-Hoo bulletins! 





Effect of Light 
on Colors Explained 


Homemakers should look at colors 
in both daylight and under artificial 
light before making decorating de- 
cisions, advises Margaret Hutchison, 
color stylist for Martin-Senour, 
Chicago, III. 

“After the painting is completed,” 
Miss Hutchison said, “housewives 
often might think they didn’t get 
the color they originally selected. 
However, pulling a window shade up 
or down will frequently reveal that 
the color in question is exactly the 


same as the one picked out. 

“Certain colors appear to change 
in the two lights,” she said. “You 
may like some colors better in day- 
light than under the rays of the 
common light bulb. The reverse may 
be true of other shades.” 

The best thing to do when picking 
colors is to base your choice on your 
living habits, Miss Hutchison sug- 
gested. 

If you spend a great deal of 
your time in a room at night, pick 
colors which are at their best under 
your electric lights. But—keep in 
mind that some rooms are used 
mostly during daytime, when natural 
light is employed. 
































Selection of clays is important and Dickey 
is satisfied with nothing but the best. 














How Dickey assures you 
better satisfied customers 


This ceramic engineer is working for you. He is running a bat- 
tery of tests to be sure that the clay used to make the pipe you 
sell is right. He knows that only superior clays make superior 
pipe. Dickey gives exceptional attention to making denser 
pipe—through careful blending of selected clays, the latest 
de-airing methods, and tremendous forming pressures. Dickey 
Clay Pipe is hard, dense and strong. Give your customers that 


extra Dickey durability. 


If it’s made of clay it’s good...if it’s made by Dickey it's better 


Dickey Sanitary 


Salt-Glazed Clay Pipe 


ALWAYS IN DEMAND 


W. S. DICKEY 
CLAY MFG. CO. 


Birmingham, Ala., Chattanooga, Tenn., 
Kansas City, Mo., Meridian, Miss., 
San Antonio, Tex., 


Texarkana, Tex.-Ark. 
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To stimulate sales... 
display the new 


RANCH CRAFT’ 
CABINET 
HARDWARE 








No. DB 530 Salesmaker* 
Size: 21” x 12” 


Distinctive—Different 


Designed for 
Modern Living 


Here’s your chance to cash in quickly 
on the new sensation in cabinet hard- 
ware—Ranch Craft. This hardware is 
different, dramatic—yet practical. It 
has been especially created for today’s 
living, complements the decor of any 
room perfectly. 

To get your share of Ranch Craft 
sales, set up the exciting two-color 
display above. It shows actual samples 
of every type of Ranch Craft. It has a 
unique, built-in space for sales folders. 
Use it on post, wall or counter. It’s a 
sure traffic-stopper, a sure sales-maker. 
*Ask your wholesaler about the 530A 
package of Ranch Craft Hardware 
which includes this Salesmaker. 

+ Reg. Applied for 


The Stanley Works, New Britain, Conn, 


[ STANLEY ] 


Reg. U.S. Pat. Off. 
ARDWARE ¢* TOOLS °* ELECTRIC TOOLS 
STEEL STRAPPING °* STEEL 











Why Did This New School Building 
in Florida Collapse? 


By M. L. Clement 


UNDER THE CLOSE supervision 
given construction of today’s build- 
ings, a structural failure is indeed 
rare. Most buildings are erected with 
a building inspector checking closely 
to see that building-code provisions 
are strictly observed. The codes 
themselves are written so there is an 
ample margin of safety in each as- 
sembly and in the building itself. 
Materials and assemblies approved 
for use under modern codes have 
been thoroughly tested and rated. 

It is surprising, then, that on July 
22, 1953, the roof of the combination 
gymnasium-auditorium at the Green 
Cove Springs High School in Florida 
collapsed. 

Lucky are the people of Green 
Cove Springs, because this failure 
happened during the month of July 
rather than September. Had the 
building collapsed when occupied by 
students the disaster could have 
equalled the New London, Texas, 
School holocaust of 1937. 

Just what caused the failure has 
not been established. An investiga- 
tion now underway will, no doubt, 
reveal the true cause. In the mean- 
time, any delving into the situation 
will have to be pure conjecture. 

The physical facts, however, are 
clear. The gymnasium - auditorium 


was 106 by 106 feet, with masonry 
walls and wood truss roof. The build- 
ing was completed and accepted in 
April, 1953. No rain was falling at 
the time of collapse (4:30 a.m.), but 
it had rained heavily for a week 
prior to the failure. 

The city had no building inspector. 

That last statement is important! It 
will be noted that where building 
failures occur, the community usu- 
ally does not have a building depart- 
ment or a building official. Failures 
seldom occur in communities with 
proper building regulations and laws. 

Certainly, in the Green Cove 
Springs situation there was nothing 
apparently wrong with the set-up 
from an outsider’s viewpoint. The 
building was designed by a reputable 
firm of engineers with a young archi- 
tect as associate. The materials on 
the specifications were adequate to 
provide that margin of safety neces- 
sary for protection of life and prop- 
erty. 

The specifications on the roof trus- 
ses called for dense long-leaf South- 
ern pine, structural grade, a material 
that has been used in thousands of 
similar structures that have stood 
through many years. It is therefore 
a safe bet that the timbers, if the 
specified grade was used, were not 
to blame. (The same collapse could 
have happened if steel trusses had 
been used, and there have been fail- 
ures in steel trusses). 


BUILT IN APRIL, the 106x106 - foot gymnasium - auditorium at the high 

school in Green Cove Springs, Fla., collapsed as shown above on July 22. 

In the accompanying article, M. L. Clement, the director of the Southern 

Building Code Congress, discusses some matters that could have caused this 

building failure—particularly the need for building inspection and building- 
code enforcement. 
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We know that just prior to the 
collapse there were excessive rains 
in the area, and there is little doubt 
that heavy water loads were respon- 
sible for the actual collapse. There 
is no real reason, however, why a 
building designed, as this was, by 
competent engineers and containing 
adequate safety factors to provide 
for any unexpected loads (rain, wind, 
etc.) should give away under a week 
of rain. 

Why then do buildings collapse? 

Lack of supervision is one of the 
most common causes. The best design 
in the world is no good if it is not 
properly carried out in the actual 
construction. The best building regu- 
lations are no good if they are not 
enforced. The best material specifi- 
cations are just waste paper if the 
specified products are not used. 

Where adequate building regula- 
tions, such as the Southern Standard 
Building Code, are in effect and en- 
forced—no wooden roof truss could 
be constructed of anything except 
structural grade lumber. It is not, 
however, always material that could 
cause a failure. More often than not, 
a failure can be traced to improper 
connection of trusses and other as- 
semblies. 

Lack of sufficient nails, bolts, tim- 
ber connectors, etc., are probably the 
cause of more failures than any other 
single factor. That is the reason that 
building laws, in recent years, have 
placed increasing emphasis on con- 
nections. These laws recognize that 
no structure is stronger than the con- 
nections which hold it together. 

We have no way of knowing the 
cause of this particular failure. We 
do know that in similar failures of 
the past, the lack of proper super- 
vision has allowed inferior and be- 
low-specified-grade materials to be 
incorporated in the structure. We 
know that proper connections have 
not been made in some buildings 
that were erected without adequate 
supervision. 

We also know that in a city witha 
building department, the building in- 
spector constantly checks structures 
as they are built. Any deviation from 
the drawings and specifications is 
usually a violation of the building 
laws. These violations would be stop- 
ped before the building is completed, 
and the chance for a structural fail- 
ure would be practically non-existent. 


“Retirement” Village 


Mayo M. Iles, general manager of 
the Louisiana Central Lumber Co., is 
responsible for promoting the re- 
habilitation of Clarks, a small com- 
munity near Shreveport, La. 

The town was headed toward ghost 
township, having decreased in popu- 
lation from 2,000 to 300. Several 
weeks after informing people through 
the newspaper that houses and lots 
could be bought there for as little 
as $200 down, population rose to 633. 


Big Market Seen 
for Mechanized Farms 


“With an increase in the size of the 
average farm and fewer hands than 
ever before to do the work, farmers 
have looked to American industry to 
show the way to increased produc- 
tion,” Wheeler McMillen, editor-in- 
chief of Farm Journal, told members 
of the National Assn. of Domestic 
and Farm Pump Manufacturers at 
their 21st annual meeting, in Chicago. 

“The first step in achieving that 
objective, as the pump industry has 
so successfully convinced the Ameri- 
can farmer, is the installation of a 


water system, providing plenty of 
running water under pressure wher- 
ever it can do the most good in in- 
creasing farm output.” 

McMillen paid short shrift to the 
calamity-howlers and viewers-with- 
alarm who see in the present decline 
of farm prices and accumulation of 
surpluses a narrowing of the horizon 
for American agriculture. 

“Every 12 seconds a new customer 
is born for the products of America’s 
farms. Each of these individuals will 
consume an average of 1,600 pounds 
of food annually for the duration of 
his life. This is a big market, a grow- 
ing market, and the products to sup- 
ply it will have to come from 
America’s farms.” 





Published in the interest of 
better and more economical 
building construction, 


Ready-To-Install 


Complete 


Equipped With 


More 
Profit 

For 
Everybody 


Window Units 


Monarch Metal Weatherstrip 


ey The use of Complete Window Units 
on millions of projects has proved exceed- 
ingly profitable for everyone involved: 


. The Builder, who saves on mate- 
rial and costly on-site assembly 


. The Owner, who gets more for his 


money in sounder, more satisfac- 
tory construction 


. The Dealer, whoincreases his sales- 


METAL WEATHERSTRIP CORP. 
6343 ETZEL AVE., ST. LOUIS 14, MO. 





dollar volume, greatly reduces his 
material handling and his invest- 
ment in inventory 


Yes, Complete Window Units, precision- 
assembled by the mill or millwork jobber, 
mean more profit for everybody. It will 
pay you to promote their use at every 
opportunity. 


YOUR SASH & DOOR JOBBER 
WANTS TO TALK TO YOU ABOUT THEM 
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U.S. Lumber Producers Elect Bemis and Hear Retail Voice 


LUMBER DEALERS are not alarmed 
over the demand for or the price of 
lumber, but they are concerned about 
the condition of the lumber they re- 
ceive from the mills, reported Henry 
J. Munnerlyn, president of the Na- 
tional Retail Lumber Dealers Assn., 
at the annual meeting of the Na- 
tional Lumber Manufacturers Assn. 
in Washington, D. C., last month. 
“Dealers with whom I have talked 
in recent months,” continued the 
South Carolina retailer, “also have 
commented on the aggressive pro- 
motional programs being conducted 


by manufacturers of other products 
which can be, and to some extent are 
being, used in place of lumber.” 

The lumber manufacturers heard 
Commerce Secretary Sinclair Weeks 
review the accomplishments of the 
Eisenhower administration. They 
urged Congress to strengthen the 
Taft-Hartley Act and elevated James 
R. Bemis, president of the Ozan 
Lumber Co., Prescott, Ark., to the 
presidency. 

Bemis, who also heads the South- 
ern Pine Assn., succeeded Weyer- 
haeuser’s Ralph R. Macartney as 





A. HARRY FISCHER 


2208 Stephen Long Dr., N. E. 
P. O. Box 206 Northside Branch 


Atlanta 5, Georgia 


Representing . 








UNIQUE BALANCE 
CO., Inc. 


25 Bruckner Blvd. 
New York 54, N.Y 





SAGER METAL 
WEATHERSTRIP COMPANY 


2531-33 Homer St. 
Chicago 47, Ill. 


A. F. SCHWERD 


MFG. CO. 
3215 McClure Ave 
PITTSBURGH 12, PENN. 


Quality Wood Columns 





president of NLMA. Macartney re- 
placed North Carolina’s John B. 
Veach as board chairman. New first 
vice-president of NLMA is Judd 
Greenman, Long-Bell official in 
Vernonia, Ore. 

Munnerlyn reported these com- 
ments from dealers in response to his 
inquiry concerning “The Lumber 
Market as Others See It”: 

“There are too many variations in 
the grades of lumber we receive and 
in the proficiency of manufacture.” 

“Car loading practices are too ex- 
pensive. It would help us if lengths 
were loaded together, if widths were 
placed separately, and if grades were 
separated in the load. Moreover, it 
no longer should be necessary to 
load full to the roof.” 

“We are forced to buy low grades 
with the high.” 

“We don’t get a sufficient quantity 
of narrow widths in 1x4 and 1x6.” 

“We can’t get straight grades of 
No. 1 and No. 2.” 

“If properly seasoned lumber is 
best for structural work and house 
building, why can’t we get it and 
why don’t we tell the public it is 
best?” 

“Our customers are demanding 
specific sizes and grades and they 
return lumber that doesn’t meet 
their needs. Our returns are running 
from 3 to 11 per cent of deliveries.” 

Munnerlyn said that “these and 
similar problems deserve full dis- 
cussion between our two groups. 

“Such problems concern us _ be- 
cause lumber always has been our 
first love and, as dealers, we are 
eager to help it keep its place in the 
minds of our customers. On the other 
hand, we can not ignore the fact that 
the public expects us to carry a full 
line of all the various materials used 
in light construction, especially for 
the building of new homes and farm 
structures, for the vast repair and 
modernization market, and for the 
great ‘How-to-do-it? demand which 
has attained such prominence in 
recent months. 

“We feel sure that lumber can hold 
its place and that consumer accept- 
ance can be broadened, if we all use 
the proper sort of merchandising, ad- 
vertising, and selling effort and, at 
the same time, give the customer the 
type and quality of lumber he wants. 

“You doubtless know that many of 
the manufacturers of building prod- 
ucts that compete with lumber are 
equally aware of the necessity for 
doing a better promotional and sell- 
ing job, and so are many lumber 
manufacturers. But those who manu- 
facture the competing products have 
stepped up their promotional efforts 
greatly. They are conducting a con- 
siderable volume of national con- 
sumer advertising and they are pro- 
viding a wide variety of dealer aids 
such as window displays, other point- 
of-sale materials, and statement en- 
closures. It is only natural that many 
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THIS MAN now is president of both 
the Southern Pine Assn. and the 
National Lumber Manufacturers 
Assn. He is James R. Bemis, of Pres- 
cott, Ark., president and general 
manager of the Ozan Lumber Co. It 
is noted for its modern production 
methods and quality lumber. 


dealers take the lines of least resist- 
ance and sell the public what it 
comes in and asks for. 

“The manufacturers of lumber have 
an obligation to be equally aggres- 
sive in merchandising their product 
to the consumer and in helping the 
dealer at the point of sale, in the 
face of this competition between 
products. We believe that the market 
is wide open for increased lumber 
promotion. 

“I assure you, however, that the 
retail lumber industry is not expect- 
ing manufacturers of any product to 
carry the full burden of promoting 
consumer sales. Aside from the fight 
for product preference, there is the 
fight to channel a full measure of 
consumer income into light construc- 
tion instead of seeing the greater part 
spent for other purposes. 

“Our branch of the _ industry, 
through its national association, al- 
ready has what I consider one of the 
most intelligent, workable, and far- 
reaching plans for improving the 
caliber of its merchandising and yard 
management that has been developed 
by any organization in any field.” 

Edward R. Carr, former president 
of the National Assn. of Home Build- 
ers and a builder in Washington, 
D. C., suggested that homebuilders 
make greater use of wood to “lighten 
up” both the exterior and interior 
appearance of new houses. In the 
last few months, he emphasized, 
homebuilding has moved from a 
sellers’ to a buyers’ market. 


DECEMBER, 1953... 


Carr said this will require builders 
to construct better houses and to get 
away from the “monotony” present 
in many postwar subdivisions. To 
vary the exteriors of new houses 
Carr urged that builders use more 
wood siding and wood shingles. To 
spice up the interiors he suggested 
greater use of wood paneling and 
random-width wood flooring. 

The main resolution adopted by 
NLMA’s 54-man board of directors 
said the Taft-Hartley Act has re- 
sulted in “substantial progress toward 
industrial peace” and called on 
Congress to protect these gains by 
retaining most of the law’s provisions 
and strengthening others. 


The policy declaration stated: 

“The Taft-Hartley Act has been 
of great benefit in correcting abuses 
and inequities ... while at the same 
time respecting the legitimate rights 
of employer, employee and the 
public.” 

The lumbermen’s association sug- 
gested the adoption of amendments 
which would: (1) give the states 
greater power to regulate strikes and 
picketing; (2) improve procedures 
for settling national emergency dis- 
putes; (3) prevent unions from using 
“spurious” unfair labor practice 
charges to delay representation 
elections, and (4) guarantee employ- 
ers greater freedom of speech. 
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Plywood Branches 
Selling Lumber, Too 


Company branches in principal 
Eastern cities from Boston to Miami 
have been designated as outlets for 
the new wholesale lumber division 
of the United States Plywood Corp., 
headed by A. H. Lundberg, veteran 
lumberman. 

Plans call for the incorporation of 
all 60 of the company’s distribution 
units in the marketing of not only 
surplus lumber from timber oper- 
ations in connection with its own 
plywood plants, but for lumber pur- 
chased on the open market as well. 
U. S. Plywood’s lumber division will 
specialize in West Coast timbers, in- 
cluding Idaho and sugar pine, white 
and Douglas fir, Engelmann spruce, 
and redwood. 

In a new departure for the in- 
dustry, U. S. Plywood has initiated 
a special “Annual Report to Lumber 
Dealers,” received by 37,500 dealers 
throughout the country. Intended to 
inform dealers on “matters which 
affect them,” the report describes 
company thinking on such vital sub- 
jects as inventories and advertising. 

Lawrence Ottinger, chairman of 
the board of U. S. Plywood, explain- 
ed the new report: 

“With the lumber dealer account- 
ing for more than 50 per cent of our 





AVAILABLE AT 
ALL TIMES 


KILN DRIED 
CABINET 
WOODS 


Walnut, Cherry, 
Mahogany, Rift 
Oak. 


See complete list below. 


Any quantity up to carload 
lots. Immediate delivery or 
pick-up. Walnut, Cherry, Red 
and White Oak, Mahogany, 
Northern Birch, White Ash, 
Hard Maple, Poplar, Bass- 
wood, Prima Vera, Idaho 
White Pine, Red Gum, Cypress. 


CHESTER B. STEM, INC. 
657 Grant Line Road 
New Albany, Ind. 
De 


SS Waidire 


MIAMI CUPBOARD FOR STEEL PRODUCTS 


Quick delivery of Fenestra steel windows and doors and Strand steel garage 
doors is assured Florida lumber dealers and builders now that this new 
warehouse is in operation at 7285 N. W. 36th Avenue in Miami. The ware- 
house includes the office of J. F. McGinness, district manager of the Detroit 
Steel Products Co. It has truck-level floor and ample dock loading area. 
This firm this year is planning to celebrate its 50th anniversary in 1954. 


sales, his importance to our distri- 
bution picture is obvious. And since, 
through our 60 distributing ware- 
house units, we are one of the lum- 
ber dealer’s important suppliers, I 
feel that he has a legitimate interest 
in our activities and our policies.” 


Sash and Door Jobbers 
Convene in Florida 


Some 500 persons are planning to 
attend the 14th annual winter meet- 
ing of the Southern Sash and Door 
Jobbers Assn. Usually held in New 
Orleans, this meeting will be in 
Hollywood, Fla., at the Hollywood 
Beach Hotel, December 7-9. 

Outstanding industry speakers will 
prognosticate “What in 1954?” at 
business sessions Tuesday afternoon 
and Wednesday morning. 

The men’s golf tournament will 
be held at the HBH Golf Club Mon- 
day. Prizes will be awarded at the 
HBH pool during an aquatic show 
and before dancing. A boat trip to 
the Everglades will close the three- 
day program. 

With M. D. Ebert, Gate City Sash 














PARTNER WANTED 


in well established Lumber and Supply Yard 
located in Birmingham. Ample plant and 
equipment to handle large volume, excel- 
lent location. Present annual sales over 
$100,000.00. Write Box 41, SOUTHERN 
BUILDING SUPPLIES, 806 Peachtree Street, 
N.E., Atlanta 5, Ga. 











and Door Co. official as chairman, 
Florida member jobbers will serve 
as hosts at this Southern association 
outing. Committee members include 
Ed Crawford, Florida Plywood Serv- 
ice, Inc.; Frank Berry, Forest Prod- 
ucts Corp., and R. C. Slack, A. H. 
Ramsey and Sons, Inc. 

According to Secretary-Manager 
Barney Gallagher, special pullman 
cars will depart from New Orleans 
and Atlanta railroad stations on De- 
cember 5 to converge on Jackson- 
ville. There they will become a 
special train section on to Hollywood. 


Strictly 


WHOLESALE 


BILOXI, MISS.: S. H. Hanville 
sold his interest in the Builders 
Wholesale Supply to his former part- 
ner, Ray Hatten, on July 31. He re- 
cently opened his own firm, under 
the name of S. H. Hanville Lumber 
and Export Co. This company whole- 
sales plywood, lumber, windows, 
doors, and other building specialties. 


EL PASO, TEX.: The Electrical 
and Mechanical Supply Co. now has 
new headquarters in a $300,000 ware- 
house, display room, and office build- 
ing. The firm has been made distrib- 
utors for Republic Steel Kitchens. 


MEMPHIS, TENN.: The Whirlpool 
Corp. has appointed Shobe, Inc., dis- 
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low cost storage space with EZ-Way Folding 
Stairways @ increase sales — show your 
customers the advantages of this inexpensive 
storage space 





EZ-WAY Folding Stairways 


Sturdily builg, modern in ap- 
pearance. EZ-Way features 
touch-control, balanced spring ac- 
tion. Close study of EZ-Way Fold- 

ing Stairway features will prove to 
you the way to dest please your cus- 
tomers on auxiliary, low cost storage 
space. 

Write ropay for the illustrated brochure 
providing information and specifications on 
EZ-Way products. EZ-Way products are 
manufactured by EZ-Way Sales, Inc., Box 
300-5 St. Paul Park, Minnesota. 








ck, Lead-Sea/ 


ROOFING NAILS 


THEY’LL 


Cell 


IF YOU'LL 


Tell 


THESE 
| | FACTS... 








"DO-IT-YOURSELF”,Z/ 


PULLMAN SASH BALANCE 


Pre-tested—sells itself! 


Clever do-it-yourself kit to replace 
worn or broken sash cords in minutes. 
For householders, landlords, handy- 
men, carpenters. Guaranteed. Fool- 
proof, easy to install. Selling by hun- 
dreds in test stores. Your jobber has 
it, or write for data, free sales aids: 


LEA D-§ EAL Lead is under the head and 


down the shank. When the nail is driven, the 
hole around the nail is plugged with lead 
and the break in the galvanizing is completely 
covered, to form a perfect double seal. 


*TRIPLE-LOCK 
DRIVE SCREW SHANK Set cite, seeu 


e+» makes the nail turn and hold like a —this effectively prevents 
screw. It holds with a powerful, unyielding the nail from working out. 
gtip. Threads are deep and sharp be- The nail, lead and sheet are 
cause they are formed after galvanizing, solidly locked together. 











For Galvanized and Aluminum Roofing 


What an advantage it is to offer a nail that Aas everything—a nail 
which sells itself on the strength of its own qualities—a nail around 
which you can wrap a real sales story. 

You can’t lose when you offer Deniston Triple-Lock Lead-Seal 
Roofing Nails. Get the facts and tell the facts. 





>» The DENISTON COMPANY 
4856 South Western Avenue, Chicago 9, Illinois 
Please send me without cost 
[] Directions Booklet ["] Complete price information 
(J Pallet and other type nails 


Name 





MANUFACTURING CORP. 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 





Address. 








City 
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tributor for Whirlpool products in 
parts of Tennessee, Mississippi, Ark- 
ansas, Missouri, and Kentucky. Five 
Shobe salesmen will cover this terri- 
tory. 


SAN ANTONIO, TEX.: The August 
J. Krisch Co. will feature complete 
package kitchens, including appli- 
ances and the newly-added line of 
Republic Steel Kitchens. The firm 
has a 1,800-square-foot showroom 
and a 20,000-square-foot warehouse. 


TAMPA, FLA.: Walton Hicks Sr. 
has succeeded the late I. W. Phillips 
as the president of I. W. Phillips and 
Co., large local building material 
wholesaling firm. For the last six 
years executive vice-president and 
general manager, Hicks continues as 
general manager and will serve also 
as chairman of the board of direc- 
tors. Other new Phillips officers are: 
Robert W. Trice, first vice-president; 
Kenneth E. Wynns, second vice- 
president, and Arthur E. Slack, 
secretary-treasurer. 


GREENSBORO, N. C.: Sholar and 
Elliott Lumber Co. is the new trade- 
name for the former H. W. Sholar 
Lumber Co. Wiley Sholar explained 
that the firm name was changed to 
identify his new associate. He is 
Ralph Elliott, company secretary- 
treasurer, who was formerly an 
electrical wholesaler. 


BEAUMONT, TEX.: This branch 
of the William Cameron and Co. 
wholesale chain has been enlarged 
to provide over 60 per cent more 
storage space. Storage space now 
totals 41,700 square feet. Manager 
David Green has been with Cameron 
19 years. 


Binswanger in Roanoke 


Binswanger and Co. recently open- 
ed its 19th branch in eight Southern 
states, at 206 Fifth St. N. W., Roa- 
noke, Va. The company handles glass 
and other building materials. 

E. L. Delaney Jr. is manager of the 
new branch. He was transferred from 
Florence, S. C., where he had been 
manager since February, 1952. 


Foster-Lea Aims at More 
Employee Cooperation 


The Foster-Lea Corp., Richmond, 
Va., manufacturer and distributor of 
aluminum windows, doors, and jal- 
ousies, recently set up an Organiza- 
tion Planning Committee. 

President E. Val Foster and Vice- 
President Richard J. Lea explained 
that the committee was established 
because “company growth and earn- 
ings depend on satisfaction of the 
consumer through combined efforts 
of management, sales, and labor.” 

Key men in all departments are on 
the committee. In this way, the out- 
side installation crew or manufactur- 
ing group can show the sales de- 
partment where technical sales might 
make a sale unprofitable, or how a 
change in policy could result in im- 
proved customer service. A bonus 


‘will be paid committee members 


equally, regardless of title or salary. 


Concrete Masonry Assn. 
Holds S. E. Meeting 


Southeastern members of the Na- 
tional Concrete Masonry Assn. held 
a regional meeting at the Fort Sum- 
ter Hotel in Charleston, S. C., No- 
vember 16-18. 

R. B. Whitney, Southeastern In- 
dustrial Engineering Co., reviewed 
recent Supreme Court decisions con- 
cerning the wage and hour law. 
Speaking on “Pitfalls of the Wage 
and Hour Law,” Whitney covered 
elements of compliance that he be- 
lieved caused the most difficulty. He 
answered questions from the audi- 
ence on coverage, overtime, and 
exemptions. 

John L. Strandberg, a past NLMA 
president from Kansas City, Mo., told 
of his experiences on a recent jour- 
ney through Western Europe. James 
C. Garrison, Greenville, S. C., de- 
scribed pre-stressing as done in 
Europe. 

Dale Cobb, president of the Auto- 
clave Building Products Assn. from 





Siding 
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Ad Dimensions 
fee Pine Floorirg 
LLOW POPLAR 


N.H. L.A. pep CEDAR CLOSET LINING 


W. 3: WORD LUMBER CO. 


Phone 327 
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PALMETTO MANAGER 


George W. Barnett, above, is now 
general manager of the Palmetto 
Sash and Door Co., wholesale dis- 
tributors of building materials, mill- 
work, and glass from Orangeburg, 
S. C. Formerly with the Southern 
Sash and Door Co. in Greenville, 
S. C., Barnett has had 17 years’ ex- 
perience wholesaling materials in 
the Carolinas. His appointment was 
announced by Palmetto’s president, 
James M. Green. 


West Monroe, La., described methods 
of pressure steam curing. 

William A. Carlisle, president of 
the South Carolina chapter of the 
American Institute of Architects, 
spoke on “Impressions of Concrete 
Masonry and What Is Needed in the 
Industry.” 

The contractors’ viewpoint was 
covered by Irwin Kahn, Columbia, 
S.: 


Taxes Exceed Payroll 


The Federal income tax bill of the 
Du Pont Co. ran so high that it top- 
ped the total of wages and salaries 
paid the company’s 92,200 employees 
during the first half of 1953, officials 
disclosed. Taxes out-paced the in- 
crease in number of employees and 
rates of pay, both of which were at 
record-high levels. 

To cover its estimated Federal 
taxes on income and renegotiation, 
the company set aside approximately 
$233,000,000 for the first half of the 
year. Wages and salaries paid em- 
ployees in the same period came to 
about $226,000,000. If state, local, 
social security, and other taxes had 
been included, they would have 
added about $16,000,000 more to the 
tax bill. 
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more people want 


LOXCREEN 


tension screens... | 











THE SCREEN IN THE WINDOW SHADE CLASS 
Write for FREE LITERATURE 


the Loxcreen Company - Columbia, S. C. 








NOW -All 3 From 
ONE DEEENDAES SOURCE 


GUARDSMAN FULL JAMB 
COVER No. 600 

No. 600 for 1%” Aluminum 

Check Rail Double-Hung Wood 


Windows. 
Cut in lengths to your specifica- 





No. 332. for 28” x 6’8” door 
No. 336 for 3’ x 7’ door 
No. 342 for 36” x 7’ door 
A compact package of weatherstrip 
material, with all necessary hardware, for one door. 





GUARDSMAN METAL SIDING TRIMS 


oe Po 
A-100 \| A-102 


\e Ke - . 
ei Sa 
A-100. .. . Outside Corner, .016 Gauge, Aluminum 


A-101.... Inside Corner, .016 Gauge, Aluminum 
A-102....Door and Window.ftim, .016 Gauge, Aluminum 





540 JACKSON AVE. * MEMPHIS, TENN. 





Order from your jobber. If he cannot supply you, write us direct. 


NATIONAL GUARD PRODUCTS, INC. 





BUILDERS HARDWARE 


NATIONAL LOCK 


A65-124 “T" HINGE 





A65-114 STRAP HINGE 


In-demand items... wide choice of sizes. Finishes in- 
clude Plain Steel, Zinc Plated (ZP-1), Prime Coat and 
Brass Plated (BP-2) on specific numbers. Packed one 
dozen in sturdy, easy-to-identify cartons. Order now! 
Ask also about Series “410” NATIONAL LOCKset. 


Regular and Half Surface 


BUTT HINGES 
| 


| A65-026 BUTT HINGE 


Here is one of the many quality items included in the 
broad line of NATIONAL LOCK builders hardware. 
<-Yoltllolarolite Mato] b Mei acela-M LUN Mal ly (€) ao Mol e-Mon Zell (ol J [- 
with ball tips, button tips and loose pins. Packed one 


pair (with screws) in a sturdy, neatly-labelled box. 


Ask for Builders Hardware Catalog 


distinctive hardware...all from] source 


‘|N) NATIONAL Lock coMPANY 


Rockford, Illinois @ Merchant Sales Division 
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HELPFUL LITERATURE 


Mostly free—some for a fee 








“STRUCTURAL CLAY TILE—Sizes 
and Related Information” is a new 
booklet offered free by the Southern 
Brick and Tile Manufacturers Assn., 
Candler Building, Atlanta 3, Ga. 
With sketches, it shows sizes and 
types of tile, bond types, window 
details, fire resistance and code re- 


quirements, and practical suggestions 
for better masonry. 


GLASS DOORWALLS. Various com- 
ponents of sliding glass doorwalls 
are illustrated and defined in the 
1954 catalog released by Steelbilt, 
Inc., 18001 South Figueroa St., Gar- 
dena, Calif. The catalog includes iso- 





Heavy Duty 
LIFTRUK 
5-7%2-10-15 Ton 
Capacities 


HEAVY-DUTY FORK 


with LIETIR UW, 


Let our Sales-Engineering 
Department give you con- 
vincing evidence on the 
profitable results obtained 
from Systemized Layout of 
Yard and Stacking Aisles, 
designed for LIFTRUK 
operation . . . faster inload- 
ing ... higher stacking . . . 
swift outloading of pallet- 
ized loads. 

Learn how yard after yard, 
by creating this extra stock- 
ing area, by a more efficient 
use of man power, and by 
fast movement of customers 
trucks, have attracted MORE 
BUSINESS to their gates— 
and at profitable savings— 
as high as 75% in materials 
handling costs—through the 
use of rugged, dependable, 
heavy duty Silent Hoist 
LIFTRUKS. 


Many yards now feature super-outloading 
services... generally within 15 minutes 
of time truck's arrival ... through use of 


LIFTRUK handling of pre-packaged loads. 


WE WELCOME YOUR INQUIRY — ask for Bulletin 77 
SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 


864 63rd STREET, 


BROOKLYN 20, N. Y. 





metric renderings of construction de- 
tails, installation photos, and details, 
stock models and sizes. 


FIBER-GLASS USES. How to im- 
prove the efficiency and reduce pro- 
duction costs of many products by 
using superfine fiber glass is the 
subject of a new booklet, “Possibili- 
ties Unlimited.” Libbey-Owens-Ford 
Glass Co., Fiber-Glass Division, To- 
ledo 3, Ohio. 


METAL ACOUSTICAL TILE. Terne- 
Coustic, a new acoustical tile, is 
described in a folder. It explains how 
the tile, made of a terne-coated steel 
that supports a sound - absorbing 
blanket of woven mineral fibers, re- 
duces noise. Tach-Fast Manufactur- 
ing Co., Lonaconing, Md. 


OVERHEAD GARAGE DOOR. The 
working mechanism and installation 
of ROL-TOP overhead doors for resi- 
dential garages and industrial and 
commercial buildings are explained 
in a new booklet. It includes photo- 
graphs of installations and sketches 
of design details. Kinnear Manufac- 
turing Co., Fields Ave., Columbus 16, 
Ohio. 


ALUMINUM WINDOWS. “A New 
Outlook with Jalousies,” a new three- 
color booklet, gives the dealer and 
consumer a complete buyers’ guide 
report on what to look for in buying 
jalousies. Another brochure on alu- 
minum casement and awning win- 
dows is offered. Superior Window Co., 
5300 N. W. 37th Ave., Miami, Fla. 


ASBESTOS - CEMENT BOARD. 
Johns-Manville’s new Asbestos Flex- 
board is described in a new brochure. 
It tells how Flexboard is formed 
under pressure and then re-pressed 
to provide strength and flexibility 
that makes it adaptable to curved 
surfaces. One section tells about 
handling, working, and applying. 
Johns-Manville, 22 East 40th St., 
New York 16, N. Y. 


GENERATING PLANTS. D. W. 
Onan and Sons, Inc., Minneapolis, 
Minn., has issued a pocket-size “Blue 
Book” of general information on se- 
lection of engine-driven electric 
generation plants in simple language. 
It covers alternating and direct cur- 
rent and battery charging plants. 


SLIDING DOORS, WINDOWS. A 
new catalog covers models and sizes 
of sliding glass doors and windows 
for residential and commercial in- 
stallation. It explains such special 
features as the mechanical weather 
seal and double-acting top guides. 
Frank B. Miller Manufacturing Co., 
Inc., 3216 Valhalla Drive, Burbank, 
Calif. 


METAL LATH CENTERING to pro- 
vide a rigid form and reinforcing for 
short-span concrete slabs over steel 
joists is the subject of a new techni- 
cal bulletin, No. 6. It gives safe loads 
and spans for %” and %”" rig lath and 
sheet lath. Metal Lath Manufacturers 
Assn., Engineers Building, Cleveland 
14, Ohio. 
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When QUALITY and SERVICE count 
call for 


piss 





You buy with efficiency, econ- 
omy and confidence when you 
buy from Georgia-Pacific. 
And one call does it all. . . so 
call your G-P office for fast 
deliveries of every species, 
size and grade of plywood 
and lumber. 












G-P PRODUCTS—G-P Ripplewood Textured Paneling « 
GPX Plastic-faced Plywood *« G-P Crownply Hardwood 
Plywood ¢ G-P Plysheet Southern Plywood * Douglas Fir 
Plywood « Giant-sized Scarfed Panels « Fir Pattern Doors « 
Hardwood Flush Doors * Cypress and Redwood Lumber 
* Southern Pine ¢ Southern Hardwood Lumber * Western 
Lumber « Treated Lumber and Timbers « Residential and 
Factory Flooring * Mouldings. 


-- Nai eG VORGIA — PACIFIC 
PLYWOOD COMPANY 


SOUTHERN FINANCE BUILDING, 
AUGUSTA, GA., CALL 2-8383 
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What Items to Promote and Sell 
During Fickle Month of January 


WHAT ARE YOU going to promote 
or sell during the fickle month of 
January? 

Whatever your plans, you should 
find it helpful to check them with 
the recommendations of the Na- 
tional Retail Lumber Dealers Assn. 
in its Merchandising Calendar, a 
potent chapter in the Dealer Oper- 
ating Guide. 

The suggested monthly theme 
for your advertising and displays: 
“Your only real security—a home 
of your own.” 

Suggested weekly advertising 
themes: 

“Plan now to build your new 
home.” 

“Remodel the interior of your 
home.” 

“Add a basement room.” 

“Clearance Sale of Odds and 
Ends.” 


“Modernize your farm building.” 
“Insulate for Heat and Cold.” 
“Re-roofing and re-siding.” 
What to feature in your “Hot 
Spot” and window displays: odds 
and ends in close-out sale, bath- 
room or kitchen paint package; in- 
sulation; house plan books. 

In your floor displays: ceiling 
panel, oak flooring panel, paneling, 
bathroom wall coverings, roofing 
and siding. 

In your state enclosure: 
home folder. 

On envelope stamps and truck 
signs: “Your only real security— 
a home of your own.” 

In preparing ads on each weekly 
theme, you should play up the 
major products you sell for such 
construction or purposes, and list 
the other principal materials you 
can furnish for such jobs. 


new 





Sales Management, Nails 
Covered in DOG Chapters 


Newest chapters in the continuing 
supply of information prepared by 
the National Retail Lumber Dealers 


Assn. for member purchasers of the. 


Dealer Operating Guide cover 
“Nails,” in the product section, and 
“Sales Management,” in the execu- 
tive management section. 

The product bulletin on nails tabu- 
lates the types and quantities re- 
quired for different residential con- 
struction uses and materials. 

The DOG chapter on “Sales Man- 
agement” explains that “the sales 
manager in many dealer organiza- 
tions assists in developing merchan- 
dising policies and programs and, in 
addition, performs these functions: 


“1. Checking competition and mar- 
ket conditions. 

“2. Managing the company’s sales- 
men. 

“3. Serving as the coordinating 
link between the sales force and the 
rest of the organization.” 

The chapter covers the sales man- 
ager’s duties of hiring and training 
salesmen, explaining company poli- 
cies, planning their work, providing 
needed equipment, setting quotas, 
supervising their work, giving them 
needed assistance, providing incen- 
tives, using his own time advan- 
tageously, and exerting sound leader- 
ship. 

“The dealer who takes time to 
train new salesmen when they first 
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come on the job, and then gives them 
further training from time to time 
as needed, is sure to enjoy higher 
sales and a better net profit,” this 
manual asserts. 


Producers, Dealers 
to Coordinate Ads 


Beginning in February, retail 
building material dealers and manu- 
facturers of building products for 
the first time are going to coordinate 
their advertising and promotional ef- 
forts so as to increase sales by reach- 
ing the whole buying public from 
many directions with the same over- 
all themes at the same time. 

This program has been officially 
adopted by the board of directors of 
the National Retail Lumber Dealers 
Assn. and has been unanimously ap- 
proved by a group of leading manu- 
facturers. Every dealer and every 
manufacturer is urged to participate 
in his own way. 

It has been agreed that all dealers 
will feature the themes during the 
single weeks specified, and that 
manufacturers will follow the themes 
during the months listed. 

Dealers will follow the themes in 
their own ways in their newspaper, 
radio, and direct-mail advertising, 
and in their displays, truck signs, 
and other promotional efforts. Each 
will use his own headlines, illus- 
trations, and copy, but all will fea- 


ture the same themes during the 
same week. 

Manufacturers will work out their 
own methods of reaching the public 
with the same appeal—through their 
customer advertising in magazines 
and newspapers and on radio and 
television. They also will include the 
themes in their dealer display ma- 
terials and other promotional helps. 

“With thousands of dealers and 
scores of manufacturers all using the 
same appeal,” observed Russell 
Nowels, NRLDA’s Merchandising 
Committee chairman, “the sheer 
force of repetition will have a tre- 
mendous impact. The beauty of it is 
that it doesn’t cost anybody an extra 
penny. 

“All that is needed is for everyone 
to adopt each theme as the central 
feature of his over-all promotional 
program, or work it into his adver- 
tising and display materials as promi- 
nently as possible.” 

The first over-all theme in the co- 
operative program, scheduled to 
start in February, is “Buy or Plan 
Your New Home Now.” This theme 
holds maximum sales possibilities 
for all participants. 

The second seasonal theme will be 
“Get Your Home and Yard Ready 
for Summer,” starting in May. It 
opens up a wide range of profitable 
sales, including paints, insulation, 
roofing, siding, screens, masonry 
products, etc. 

The third theme, beginning in Au- 
gust, will be “Add a Room to Your 
Home.” 

Starting in October, the fourth 
seasonal theme will be “Get Your 
Home Ready for Winter.” 

Manufacturers and dealers alike 
will find suggestions for items and 
services to be promoted in the 
NRLDA Merchandising Calendar. 


New Technical Calendar 
for Southwesterners 


To facilitate the exchange of new 
scientific information, the Southwest 
Research Institute is expanding its 
public service program to include 
publication of a monthly technical 
ealendar for free distribution to 
25,000 scientists and engineers in the 
region. 

Dr. Harold Vagtborg, institute 
president, said the publication’s first 
issue will appear January 1. It will 
be sent to all members of technical 
organizations in Louisiana, Okla- 
homa, Arkansas, New Mexico, Ari- 
zona, and Texas—the regional area 
which the institute is seeking to as- 
sist in industrial development. 

Charles E. Balleisen, the new 
calendar’s editor, is a veteran of the 
institute staff. He will continue to 
serve as acting director of the Di- 
vision of Oceanology and Meteor- 
ology in San Antonio, Tex. A gradu- 
ate of the Massachusetts Institute of 
Technology, he has had extensive 
experience in engineering research. 
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For a Parter “Jarnover tu 
ALES and PROFITS! 


BUILDING 
SPECIALTIES 


A hardener for use in concrete, mortar and stucco. 
Reduces cold weather hazards, permits faster 
placing, more rapid removal of forms. Protects 
mortar against FREEZING. Keeps winter work 
on schedule. 


vy WALL-SEAL 


A transparent silicone waterproofing for exterior 
stucco, concrete, cinder blocks, etc. Lets masonry 
breathe and renders it resistant to efflorescence 
and staining. Easily applied with brush or spray. 


oy FLINT-TOP 


A penetrating surface hardener for new and old 

concrete, terrazzo flooring and other concrete 
WRITE surfaces. Protects floors against oils, acids, salts, 
FOR alkalies and many other chemicals. Retards con- 
DETAILS crete dust. Adds years to floor life. 


PERROW CHEMICAL CO., Hurt, Virginia 





Quality features assure quick sales 
of this easy-to-handle, profitable 
Outdoor Incinerator. Burns all 
trash safely, quickly. Has cast-iron 
top, aluminized rust-resisting steel 
casing, adjustable draft door, built- 
in spark-arrestor chimney. Two- 
bushel capacity! 


* Aluminized steel and cast iron for long service 

* Heavy steel-rod burner basket lasts for years 

* Completely enclosed to avoid open-flame hazards 
* Top opens wide—unit holds a full two bushels 


See your distributor or write 


The Majestic Co., Inc. 


303-H ERIE ST., HUNTINGTON, INDIANA 





DICK s-pontTit® 


GLAZING 


This can 
is loaded 


eee with quality, sales 
appeal and profits! 


Of unequalled quality, D-P Glazing Compound ties-in 
perfectly with today’s vast “do-it-yourself” market... 
for anyone can easily apply it and get excellent results! 
Holds tight, seals permanently! It’s not a substitute for 
putty but a truly elastic glazing compound. Ideal for many 
other home repair jobs in addition to glazing . .. and that 
means a big bonus in consumer appeal. D-P Glazing Com- 
pound is white! It’s ready to use—just as it comes in the 
can — will not harden! Packaged in eye-catching, red and 
black cans—1 lb. and up. Order from your jobber today 
—stock and display—watch it pay! 


Cash in | 


p-P |= 
White Caulking Com 


Perfect for sealing cracks and crevices around window 
and door frames, concrete, masonry, chimneys, roof flash- 
ings, bathtubs, showers, sinks — many other places! Of 
highest quality — easy to use! Available in handy, col- 
lapsible applicator tube — approx. 1/10 gal. Ten tubes 
in attractive display box. Order from your jobber now! 


satan cease 


For 86 years—the quality leader 


The DICKS-PONTIUS Company 


DAYTON, OHIO 
., Alexandria, Va. ¢ Decatur, Ga. ¢ Dallas, Texas 
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Wood-Textured — 


~ HOMASOTE 
: Panels 


for 
interior and 
exterior use 





... individually molded from actual boards — reproducing all 
the grain and texture of natural wood. These panels have all 
the insulating, sound-deadening and weatherproof qualities of 
standard Homasote—they may be used inside or out. Striated 
Homasote Panels are also available. Full particulars sent at 
your request. 


_ HOMASOTE 
~ underlayment 


For 42" 
linoleum, 
tile, and 
wall-to-wall 
carpeting 


This resilient %” material is nailed to rough flooring or 
cemented to concrete slab. Floor covering is applied directly to 
this material — there is no need for felt or pad. Available in 
easily handled 4’x 4’ size, you save in both labor and materials 
otherwise used. Send coupon below for literature and 
specifications. 


HOMASOTE COMPANY 
Trenton 3, New Jersey 


HOMASOTE COMPANY, Trenton 3, N.J., Dept. 62D 
Send detailed, illustrated literature on 


(0 Wood-textured Panels [] Homasote Underlayment 
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National Lock Co. é Tri-State Building Service 
National Woodworks j Trowbridge, Lewis C. 
Nichels Wire & Aluminum Co.. Turner & Seymour Mfg. Co. 
North, Joseph T. 5s Turpentine & Rosin Factors, Inc. 6: 
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Reed Unit Fans, Inc. ‘ Wagner Mfg. Co. 
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Reed Unit-Fans, Inc. 
1001 Saint Charles Ave. 
New Orleans 8, La. 


Send me full information about Reed Attic 
Fans. 


Southern Metal Products Corp. 
Z UNIT-FANS,INC. 


Southern Plaswood Corporation 


Southern States Iron Roofing : : . e 
Co. (SSirco) Zegers, Inc. 1001 ST. CHARLES ST., 


Southern States ag Roofing Zimmerman, Fred H. vee NEW ORLEANS, LA. $12 
Co. (Barclay Mfg. Co.) * Zimmerman, Wm, C. H. 
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City 
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IMMEDIATE 
DELIVERY! 


Stock and Sell 


a BESSLER 


DISAPPEARING 
STAIRWAYS 


- The ORIGINAL ban 


pearing stairway: 

for over 40 years. 

A REAL stairway. 
Seven well-engineered 
models—for ev 5 
Safety-designed every 
detail fer protection. 
Suitable for the finest 
homes—old and new. 
Operates from above and 
below. 

Full width treads. 

ALL steps equal height. 
Treads and s' are 
made of Sitka Spruce. 
Full door width. 

— length SAFE hand 
rail. 

Accurate architectural 
design assures easy and 
SAFE ascending and de- 





“ROLLEZY’—Model 326 Overhead Door (illustrated above) is now made 
in 33 standard sizes from 8’ x 6'6” to 16’ x 7’. Here’s a top quality, 
easy operating, low priced door that will win trade and hold it for you. 


“GLIDEOQVER’—Made in a wide range of overhead models and sizes from 





scending. 

. All metal parts are made 
of strong, SAFE pressed 
steel. 


. Repairs always available 
on quick notice. 

. Doors made of White 
Pine and Fir in two- 
panel and flush types; 
hardwood doors in flush 
type only. 

16. Tailor-made 
for all heights. 
17. Hundreds of 
thousands in 
constant daily 


New Catalog! 


Illustrates and describes com- 
lete line of seven Bessler 
isappearing Stairway Mod- 
eis to meet all your needs. 
This new catalog should be 
in your files for ready ref- 
erence—write for your copy 
now! 


use. 
. Immediate de- 
very. 
. Meets all build- 
ig codes. 


Bessler Disappearing Stairway Co., 1900 E. Market St, Akron 3, 0. 











8’ x 7’ to 24’ x 24’, which enables you to 
meet all residential and commercial re- 


quirements. 


“AUTOMATIC DOORMAN” — The magic 
push button electric operator for opening 
and closing ANY make or type of sectional 
overhead garage doors and most makes and 


types of one-piece doors. 


Ask for Garage Door Bulletin SB-53. 


Sawhorse Trestles 
Scaffold Brackets 
Roof Brackets 
Folding Ladder 
Brackets 

Farm Building 
Hardware and 
Specialties 


Ask for 
Bulletin SBG-53 


WAGNER MANUFACTURING COMPANY 


CEDAR 


FALLS 


1OWA U. 


ay 








The load on the man in- 
Stead of the truck. Extra 
handling, lower efficiency, 
soaring labor costs, 





Twin-Tilt is the only hand 
operated truck with the pat- 
ented, labor saving auxiliary 
frame. it lifts up to 1,200 Ibs. 
with tinger tip control, 





BRAINS 


Built to rigid specifica- 
tions, Twin-Tilt gives you 
money saving, time saving 
and product saving opera- 
tion. Palletized materials 
are moved in one easy 


operation. Write Twin-Tilt for literature 


describing. in detail how you can 
save labor costs whatever the 
size of your operation. 


TWIN-TILT TRUCK CO. 
DEPT. S.B., P. O. BOX 11 
ST. BERNARD, CINCINNATI! 17, OHIO 


@ Spring 


Dealers—wri¥e today for full information and 
name of your nearest distributor. 


Century Manufacturing Co. 
' 410-20 NORTH WALDRAN, MEMPHIS, TENN. 





i 
CemitvoLy 
SAFETY FOLD STAIR 


operates 
off frame over 
break bearing in- 
stead of door, 
eliminating door 
flying up in face, 
two adjustments 
on spring. Arm 
operates with 
sleeve bearing. 
Stiles thoroughly 
braced eliminat- 
ing possibility of 
spread. 


@ Arm hinge auto- 
matically broken 
by spring tension 
as you step off 
stair. 

41,” treads 814” 
apart instead of 
9%”. 

No exposed hinges 
on ceiling when 
unit is installed. 
Long metal hand 
rail — No splin- 
ters. 











POOL CAR SPECIALISTS 
WEST COAST SPECIES 


@ Increase your profits by stocking an assortment of anti- 
rot, anti-termite lumber. We supply any grade, any size 
in quantities of 4000’-up, via truck or rail. 

@ Also: Fir, Ponderosa, Redwood, West 

Coast Mouldings and Jambs. 


Pressure-treated SLYP or West Coast 
lumber direct from mill or from our 
Winston-Salem Warehouse. 


W. M. STOREY LUMBER CO. 


Southern Pines, North Carolina 
| Phone Orders Collect! Phone 2-2412 


IN 


TWX S. Pines 99 
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AND A 
HAPPY NEW 
YEAR 


CUMBERLAND PORTLAND CEMENT CO., Chattanooga Bank Building, Chattanooga 2, Tennessee 
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the tightest closing window ever 


available in wood or aluminum 


Auto-Lok—the window women want most 
—sells on sight because builders know 
from experience AUTO-LOK Windows 
make houses worth more .. . help clinch 
sales. Ludman Auto-Lok make homes 

look newer... more modern. They add 
extra sales appeal and extra value 
without adding extra cost. 


Ludman Auto-Lok Windows save builders 
money, because no time consuming in- 
stallation adjustments are required and 
they never need adjustment afterward... 
Eliminate costly call-backs. Figuring the 
time saved for installation and the 

extra value they add, Ludman Auto-Lok 
Windows are the most economical 
Awning Windows to use. 


made 


The immediate appeal of Lud- 


man windows combined with 
Ludman’‘s patented Auto-Lok 
principle of operation makes 


buyers out of prospects. 


Put this demonstrator 


to work in your showroom 


Many beautiful combina- 
tions are possible. Picture 
windows can be supplied 
in any width for glazing 
with 4" plate or insulated 
plate panels. Screens, storm 
sash readily available. 


Standard units can be used 
singly or in combinations 


17” ff for maximum light, venti- 
\ ay lation and greater wall 
a a 


space for furniture ar- 
For the name of your nearest Auto-Lok jobber, write— S3S-12 














rangements. Exclusive de- 
layed-action night vent 
for ventilation. 





? 
LUDMAN (6ep0utliie 00 m0, now 


LUDMAN LEADS THE WORLD 


IN WINDOW ENGINEERING 
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